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VOLUNTARY CREDIT CONTROL: It is a joint program (See page 41) 


This Month: 


BANKING IS SELLING by Ben H. Wooten 
HIGHLIGHTS OF THE MANPOWER CONFERENCE by Henry J. Boone 
SERVICING DEFENSE BOND PAYROLL SAVINGS by Leo G. Trocke 
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A MODERN VAULT 
INSPIRES CONFIDENCE... 








One of the massive vaults of the National City Safe Deposit Company, New York City 


--- SO DO CHECKS ON 
“The best known name in paper— 


Among the assets of a bank are the “intangibles” that So that you may know this fine check paper better, 
create confidence in the judgment of the management. we invite you to mail the coupon for an up-to-date 
When you select Hammermill Safety for your customers’ sample book of Hammermill Safety. We invite you to 
checks you add another of these intangibles to your assets. judge its quality, its smooth writing surface and high 
That’s true because your customers know the Hammermill protective qualities for yourself, 








name...many of them use Hammermill papers. at no expense or other obligation. 


Send Coup 


on for FREE Sample Book! §& ew 
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Hammermill Paper Company 
1503 East Lake Road, Erie 6, Pennsylvania 


Please send me—FREE-—a sample book showing 
HAMMERMILL SAFETY. 












Position 
(Please attach to, or write on, your bank letterhead.) sBcH—mMay 


Name 








MANUFACTURED BY HAMMERMILL PAPER COMPANY, ERIE PA., FOUNDED 1898 
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LETTERS 








Defense Bonds 


Sirs: The enclosed advertisement is 
the product of our thought to counteract 
the criticism directed at U. S. Savings 
Bonds. Though we deplore the forces 
that sustain and encourage the present 








“leak” a little. Savings, insurance benefit 





at is this cause to THROW AWAY one 
Kext hopes of reguining stability; co stop 


our best way of putting aside excess buying power which in 





tself is mase responsible far the leak? On the contrary 
is the teme to BUY MORE BONDS, hang on to the ones 
yau have, and to put away as much as possible in savings 
Only by making the mast of what we have, 
by buying only what we need, and by avoiding the 
temptations of easy credit pitfalls can the inflationary tide 


be stemmed. 


STOP BAILING? America stands high today because 
Americans yesterday took pride in doing the best they could qin \ { 


with che tools on hand! } 


cies 


CAPITAN 








inflationary trend, we feel that this crit- 
icism of Savings Bonds is ill-advised in 
these critical times. What needs to be 
done is to encourage continued purchase 

of bonds for the good of the country. 

R. B. MAcCARTHY, Assistant Cashier, 
The First National Bank of Tampa, 
Tampa 1, Florida 
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Finanee Forum 


Sirs: A Finance Forum for Women 
is now in progress in the Chattanooga 





Public Library and, as far as we know, 
this is the first finance forum sponsored 
by a public library. 

I first read about a Finance Forum for 
Women in an issue of Burroughs Clear- 
ing House this spring. 

The course consists of five meetings 
held Friday evenings at the library from 
7:30 to 9 beginning April 13. The sub- 
jects of the meetings are: Women, 
Money and Finance; Life Insurance; 
Securities; Real Estate and a Home; and 
Wills, Trusts and Estates. 

At the outset a letter was sent to about 
75 women and the representatives of the 
business clubs announced the forum at 
their meetings. In addition to newspaper 
publicity, three radio stations also gave 
the program a boost. 

We are delighted with the interest 
shown and with the wonderful success 
of the first session. 

ELIZABETH EDWARDS, Librarian, 
Chattanooga Public Library, 
Chattanooga 3, Tennessee 
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Lobby Display 


Sirs: In your article on “Bank Lobby 
Displays” you show a photograph of a 
display produced by The Industrial Home 
for the Blind of Brooklyn and state that 
this was taken at the South Brooklyn 
Savings Bank. Actually the photograph 
was taken in the lobby of our main office. 
The South Brooklyn Savings Bank had 
preceded us in showing the display. 

ROBERT L. WASSMER, Assistant 

Secretary, 
The Greater New York Savings 
Bank, 
Brooklyn 15, New York 
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Business Account Service 


SIRS: Recently President Melvin 
Rouff of our bank introduced a new 
good-will type of service for the bank’s 
business accounts. This service consists 
of notices mailed with each statement. 

The first of these notices suggested 
that customers review their fire and ex- 





1876 


To Ovr Customers anv F'nrenps: 





i may be desirable at this time. 


1951 


HOUSTON NATIONAL BANK 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


The cost of living has materially increased. The purchasing power of the dollar 
has decreased. Therefore, it is suggested that a review of your life insurance program 


Cordially, 


-Metvin Rovurr, 
President 
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plosion insurance coverage in view of 
the increased costs of merchandise and 
construction. Many of the accounts 
called or wrote letters thanking the bank 
for the suggestion. 

A letter was also sent to every general 
insurance agency in Houston drawing 
attention to the notice and indicating the 
bank’s interest in and cooperation with 
the insurance people. The response to 
this was even more gratifying. 

The second notice enclosed with state- 
ments suggested a review of life insur- 
ance programs. This was just mailed 
out as this letter is written. It suggests 
a review of life insurance in view of the 
dollar’s decreased purchasing power. 
JOSEPH H. BANKS, Director, 

New Business and Development 

Department, 
Houston National Bank, 
Houston, Texas 
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SERVICE TO 
CORRESPONDENTS 





Credit information 


Through our branches and representatives ... and through 
Around the clock mail 


the contacts we maintain in all commercially important pepe 





areas, the Chase has a thorough, up-to-date knowledge of Quick collection of items 


foreign trade requirements. 


Participation in 


As a result, correspondents of Chase rely on Chase banking niihremrdane 


correspondent banks 
information and service for expediting their customers’ 





Dealers in State and 








transactions in world markets. Municipal Bonds 
Execution of security 4 
( worth We BANKING \ orders 





Wesee 
Wa? & | Analyses of investment 


portfolios 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


HEAD OFFICE: Pine Street corner of Nassau, New York 
Member Federal Deposit Insurance Corporation Many personal Services 








Safekeeping of securities 





Full foreign services 
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What Small Manufacturers 
Think of Bank Credit 


Are the financial needs of small manu- 
facturers being met? If not, what do 
these businessmen think should be done 
to improve the situation? 

To ascertain answers to such questions, 
some 92 manufacturers in western Mas- 
sachusetts were surveyed and their re- 
sponses summarized. The study was made 
by the industrial committee of the Pio- 
neer Valley Association, an area-devel- 
opment organization of 2,000 members 
in one of New England’s leading indus- 
trial concentrations. Cooperating were 
the Federal Reserve Bank of Boston and 
The Lincoln and Therese Filene Founda- 
tion. 

One in six. Sixteen of the 92 small 
manufacturers interviewed indicated that 
their companies had unsatisfied financial 
requirements. The greatest need was for 
long-term loans and new investment for 
expansion purposes. Only six companies 
reported short-term loan needs that were 
unfulfilled, and all had poor financial 
records. More than half of the companies 
said they relied entirely upon internal 
funds rather than on outside or institu- 
tional financing. 


Two noteworthy editorial contributions on 


Federal Reserve report on industrial financing survey 


Attitudes toward banks differed great- 
ly, even within the same community. Gen- 
erally, the profitable companies were 
more favorable in their opinions; for ex- 
ample, only 17 per cent of the firms oper- 
ating “in the black” for the past 10 years 
were unfavorably disposed to banks, 
while 64 per cent of the least profitable 
concerns held unfavorable attitudes. The 
concerns that had at some time in their 
history been in financial difficulty were 
far more likely to feel an antipathy 
toward banks. And, the 41 companies 
with outstanding bank loans were more 
favorably disposed toward banks than 
were the firms not utilizing such credit. 

Major recommendation. The study con- 
cluded: “There is a need for some new 
institution or arrangement which can 
make both venture capital and capital for 
the expansion of relatively new busi- 
nesses more readily available in the Pio- 
neer Valley.” Several concerns made spe- 
cific suggestions for the pooling of risk 
capital in the area. The ideas ranged 
from bank pools to subscriptions collected 
among small manufacturers themselves. 
A number were similar in nature to the 
Development Corporation of Maine 
(BCH, January, 1951, page 5), in which 
financial institutions provide most of the 


lending power with a cushion of private 
equity capital. 

The industrial committee of the Pio- 
neer Valley Association advised that such 
proposals be studied. It also recommenced 
that a folder be prepared by the commit- 
tee giving prospective borrowers clear 
and concise information about the credit 
functions of banks and their normal 
terms and conditions for loans. A third 
proposal was that the feasibility of a 
management consulting service for small 
manufacturers in Pioneer Valley be in- 
vestigated. 

Report available. A full report on the 
results of the survey appears in the 
March issue of the Monthly Review pub- 
lished by the Federal Reserve Bank of 
Boston. Copies may be obtained from 
Robertson Page at the bank’s head- 
quarter’s, 30 Pearl Street, Boston 6, Mas- 
sachusetts. 


Plant Location Service 

In a full-length pictorial feature in the 
employee publication of Security-First 
National Bank of Los Angeles, Editor 


the subject of bank-and-industry relationships 


From staff newspaper, Security-First National Bank of Los Angeles 











Industrial Location Service 
Brings Business To Bank 
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The Financial Needs of Small Manufacturers 


in Pioneer Valley 
























Arne tt financial needs of small manufacturers in in prises during the summer and autumn of 1950. Accord- 
dividual New Engl wnmunities adequately met? — inghy. it was esse 
Are those manufacturers fineacially able to make their manufacturer 
maximam contribution to defen ei ton? Will assistance and its availability. In addition, however. 
unsatisfied capital requirement hanieca them in the the investigators consulted on the topic with other 
highly competitive market that will follow the present representa oe businessmen, bankers, and industrialists 
defense end? in Pio alley 
These questions are important to the economic future ty ses fs received sufficient information for in 
of New England and the United States, as wellaste the clus 02 independent manufacturers in the area 
people of the communities themselves. Small manufac. Th rs ure located in 18 cities and towns 
turers form a vital part of our vanes x industrial throughout Pioneer Valley, as is indicated on an aceom- 
conomy. They supplement the uction oF large panyiag map. Two thieds of the companies had fewer 
producers and are themselves the seeds of larger enter- than 23 employees in 1950. and only one had more than 
prises. The prospe itably affectsthe — 100 employees. The firms are well diversified in age 
prosperity of all othe ition Nearly one third of them were organized after the end 
Special action by the Federal (iovernient during a of World War U1, but an almost equally large number 
period of emergency can aid in providing capital to have been in business for 25 years or more, Eight of the 
small producers, hut private organizations and estab- respondents were even established during the nine 
lished methods remain their prin _s ource of finen- teenth century 
cial aid. Tn peacetime, small business men must took The participating manufacturers are representative 


‘most entirely te 
This article is ‘ > financial needs 
sll manufacturers and the extent of their full 
ment in the Pioneer Valley of Massachusetts, one of 











+f : in Pioneer Valley d 950 is 
New England's leading industrial concenttutions.! . h i : — riven hence, 
Pioneer Valley stretches from north to south acros Page pen. Soa ropa z 
) « . sae Phe greatest need was for long-term loans and 
western Massachusetts along the Connecticut River. The new permanent investment for expansion. f 
pansion 
Valley shelters the half million inhabitants of Frank sddnligs anesrel cate cikenb cas ar dict 
. ; n addition, several conce 1 ds 
lin, Hampshire, and Hampden counties. Factories line vind ve hak ‘tha’ Villew ace now éaiin { 
the Connectic ioe tad ths bltabaaton te tne " x New SAUFeES O 
he Connecticut River and its tributuries in Massacha long-term capital. In all, about one fourth of the 
setts from Greenfield at the north down throwh | 99'fiems covered in the study reported financial 
Northampton, Holyoke, Chicopee, Springfield, and deficiencies in the area, either for themselves or 
West Springfield to the south. Machine tools, fabricated Jf. tive 
tal ducts, textiles, paper asives, and x host « : - a 
metal products, textiles, paper, abrasives, and a hunt of Only six companies ceported unsatisfied re. 
other manufactured products provide healthy diversi 


fication for the area. 
The investigation was conducted primarily through 
interviews with officials of smell manufacturing enter: 








cing th t and anatyriag « Broa 
tecont Yyaple throuthest Row fogs ed, the Paral: Rese 
estew shdad ihe study nd helped to prepare the report tor publ a 
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One out of six small manufacturers intersiewed 











qttirements for short4derm loans, and all of them 
had poor financial records, On the other hand, 
more than a third of the manufacturers with 
longer-term capital needs had good financial 
histories. Attitudes toward banks differed greatly, 
even within the same city or town, and reflected 
wide variations in experience with banks and in 
hank policies. 
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Recently an eastern manufacturer arrived 
at Inglewood Airport with every intention 
of securing a western plant site and return- 
ing home, all without much trouble in the 
land of w ide-open spaces. He was, therefore, 
slightly thunderstruck to learn that good 
industrial land in Southern California is 
neither very cheap nor very plentiful. Not 
any more. But this manufacturer did hit a 
vein of luck. He was. fortunate enough to 
find one of the very few men in the area 
most likely to grab a seat on Los Angeles’ 
express train rush for industrial real estate 

a man working, of all places, for the 
“ek largest bank in the b S. 
he manufacturer first entered 
y-First) National Bank's Head 
moa Tuesday morning. He was 
urected by Vice-President Paul Yost. 
manager of the Business Extension De- 
partment. Yost heard the details, rose 
ir by quietly 














penter. 

Actually, it took Carpenter about a week 
to secure the plant site. But when the manu- 
facturer planed out of Los Angeles, he had 
a location that had been carefully “checked 


and re-checked for such things as water 
availability, labor resources, power and 
truck basing points, trackage, and disposal 
facilities. In addition, he had the reliable 
word of several top flight real estate brokers 
that both sides, afirat ative and negative, of 
the many questions concerning his plant 
had been fully set in the open. fis chances 
of going wrong were pretty slight. The cost 
to the manufacturer was exactly nothing. 
It has been almost three years since Vice- 
President Yost first came up with the idea 
that services rendered to the host of — 
facturers coming to California might 
off with increased business. That the A ad 
has paid off is easily proven by the number 
of new industrial accounts brought in dur- 
ing Perc Carpenter’s tenure in the Business 
Extension Department. 


ws 
DISCUSSING LOCATION—Carpenter shows Phillips the 


iP 
CONSULTING FILES—Business Extension Department's Pere 
Carpenter recently received a letter from Universal Paint and 
Varnish Company requesting aid in locating new plant. 
Carpenter, knowing company's operation, consults maps for 
possible location. Usually Carpenter is able to get at least one 
good possibility from the files. 








PLANT IN OPERATION —Carpenter and Lowell Philli 
Universal Paint and Varnish inspect company’s present Pitt 
ties. Industrial location service was started three years ago 
following Vice-President Paul Yost's recognition that service 
might increase bank business. Most work is done for industrial- 
ists new to California 


industrial locations he has in mind for Universal. Man; ings 
are taken into account, including water availability labor poo! 
trackage and other transportation, and disposa' i facilities. 
Reliable brokers are contacted to provide pros on onl cons 
each location considered. 
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Certificates of Participation in 
INVESTMENT FUNDS 
investing their capital 
IN 
BONDS 
(Series B1-B2-B3-B4) 


PREFERRED STOCKS 
(Series K1-K2) 


COMMON STOCKS 
(Series S1-S2-S3-S4) 


Prospectus may be obtained from 


The Keystone Company 
of Boston 


50 Congress Street 


Boston 9. Massach usetts 




















Garth B. Jones recently described the 
workings of that institution’s industrial 
location service, which functions as a 
part of the Business Extension Depart- 
ment. 

The Security-National News of March 
23 tells how, nearly three years ago, 
Vice-President Paul Yost in charge of the 
Business Extension Department con- 
ceived the idea that a plant location serv- 
ice rendered to the host of manufacturers 
coming to California might pay off with 
new accounts and increased business. 

Brokers enlisted. To put the plan into 
operation, Pere Carpenter was brought 
into the department. He started from 
scratch, putting information together re- 
garding every available industrial site in 
the area. However, he soon realized that 
this was not enough; he needed to know 
detailed information as to the plants 
themselves and it was clearly impossible 
for him to inspect every plant listed. 
So, Mr. Carpenter enlisted the aid of 
real estate brokers in obtaining necessary 
information, convincing them that re- 
liable answers would mean more referral 
business from the bank. 

Many things are taken into account, 
including water availability, labor, track- 
age and other transportation, and dis- 
posal .facilities. Dependable brokers are 
contacted to provide pros and cons of 
each location considered. Following suc- 
cessful location of a plant, the bank bows 
out of the picture, leaving the customer 
to deal with the real estate broker con- 
cerned. 

That the plan has paid off is convinc- 
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ARE YOU LOOKING TOWARDS PERU...? 


The promotion of Peruvian foreign trade has been 








ingly evidenced by the number of new 
industrial accounts brought in during 
Mr. Carpenter’s tenure in the Business 
Extension Department. 
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Bank Industrial Division 


Worth noting by other metropolitan 
banks is the action of Valley National 
Bank in establishing an industrial divi- 
sion within the framework of its business 
development department, to specialize in 
industrial procurement and expansion in 
Arizona. The new division will be under 

— the direction of 
D. L. Bouse, for- 
merly industrial 
field representa- 
tive in the bank’s 
commercial loan 
department. The 
accelerated de- 
fense activity in 
: Arizona and else- 
where is said to 
2 \ be a motivating 
= factor in causing 
D. L. BOUSE the bank to en- 
large this phase of its service. 

The industrial division will work elose- 
ly with Chambers of Commerce in the 
state, as well as with federal and state 
agencies, in facilitating the establish- 
ment of new enterprises or the expansion 
of older ones. Special emphasis will be 
placed on the obtaining of new industrial 
projects and the adaptation of existing 
plants for handling defense contracts. 
The division will act as a clearing house 
for all types of industrial information, 
including data on government require- 















| ments, priorities and controls. 


The bank’s business development de- 
partment is headed by Vice-President R. 
L. Davenport. 
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| Financial Groups Aid 
| Anti-Inflation Program 


As the General Federation of Women’s 
Clubs last month launched a national 
anti-inflation educational program, de- 
signed to help the women of the country 
fight the danger of runaway prices by 
increasing their knowledge of economic 
and financial affairs, the organization 
had the help of the American Bankers 
Association, the Association of Stock Ex- 





one of the main objects of our bank ever since 
its foundation over 60 years ago. If you are inter- 
ested in doing business in Peru a letter addressed 
to us will assure you our friendly co-operation. 


BANCO DE CREDITO DEL PERU 
Head Office - - LIMA 
59 Branches Throughout the Country 


change Firms, and the Women’s Division 
| of the Institute of Life Insurance. 

| The Federation is composed of 15,000 
| women’s clubs throughout the country. 
Plans for the educational program in- 
clude a series of economic and financial 
forums at state conventions this spring 
and fall, supplemented by similar forums 
in local communities. The project will be |) 
spearheaded at the national convention 
May 14-20 in Dallas, where a portion 
of the program will be devoted to finan- 
cial topics. 

A.B.A. has manual. In announcing the 
A.B.A. .tie-in, Robert Lindquist, chair- 
man of the association’s Public Relations 
Council and vice-president of LaSalle 
National Bank, Chicago, said: ‘The 
A.B.A. believes that its best contribution 
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CAPITAL - S/.40,000,000.00 
SURPLUS - S/.48,271,227.93 


"Peru's Oldest National Commercial Bank" 
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”..and that Credit Report trom Bankers 


Trust certainly gavé us the facts we wanted. 
/ hear that every credit inquiry they ger 





receives the personal attention of an exper/~ 
enced credit officer...” 





How you can get dependable Credit Information 


You, of course, know the impor- 
tance of getting accurate, depend- 
able credit information — credit 
information which can be acted 


upon with confidence. 


That is the kind of credit in- 
formation you receive when you 


send us your credit inquiries. 


Credit information from Bank- 
ers Trust is based on personal in- 
terviews with suppliers, customers, 
competitors, banks, trade associa- 


tions and regular credit agencies, 


Our credit investigators and 
analysts are well-trained, compe- 
tent, and experienced. In addition, 
every credit inquiry receives the 
personal attention of an experi- 
enced credit officer. He supervises 
the investigation and evaluates the 
facts obtained in the light of cur- 
rent trade and business conditions, 


BANKERS TRUST COMPANY 


NEW YORK 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


This “officer management” offers 
you a decided advantage. 

This is just one of the many 
services Bankers Trust offers its 
correspondents and customers. If 
you require an efficient New York 
banking connection you are in- 
vited to write us at 16 Wall Street, 
New York 15, N. Y. 
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When you think 
of Pittsburgh” 





*it’s bigger 
than you think! 


Pittsburgh is one of the few great 


cities that has not annexed con- 
tiguous municipalities. That’s 
why its official census population 
—673,763 
Pittsburgh metropolitan district 
population is 2,205,544 and that 
of the 100 mile trading area 
is 6,153,550. 

Yes, Pittsburgh is one of the 


is misleading. The 


nation’s great distribution cen- 
ters. And Peoples First National, 
with 18 


town, has an intimate knowledge 


ofhces all around the 


of local conditions which is fre- 
quently of value to Correspon- 
dents. We welcome the opportu- 
nity of serving as your Pittsburgh 
Correspondent. 


PEOPLES FIRST 
NATIONAL 


BANK & TRUST COMPANY 
Pittsburgh 30, Pa. 
Member F.D.I.C. 











to this program will be to give the bank- 
ers of the country suggestions, ideas and 
material for use in connection with the 
locally sponsored forums.” In line with 
this, the Council is supplying individual 
bankers with a manual, “Finance For- 
ums for Women,” and other A.B.A. book- 
lets for distribution to women. It is the 
A.B.A.’s suggestion that representatives 
of local women’s clubs contact the home 
town bankers and enlist their coopera- 
tion in holding finance forums. 
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Bonds vs. Mortgages 


Will the new 2% per cent Treasury 
bond, with corporates adjusting to cor- 
respondingly higher returns, cause the 
life insurance companies and similar in- 
vestors to favor them over mortgages in 
the immediate future? 

This question was recently answered 
in the affirmative by Donald W. Camp- 
bell, treasurer, State Mutual Life Assur- 
ance Company, Worcester, Massachu- 
setts. 

“Action of the Treasury has started 
an increase in the return from corporate 
securities,” Mr. Campbell points out. -“It 
is indicated that the adjustment in lower 
grade bonds may settle at a yield of %4 
to % per cent higher than March 3, when 


‘the new Treasury bond was announced.” 


“For the immediate future,” Mr. 
Campbell believes, “bonds may be looked 
upon with more favor for investment of 
available funds than are mortgages.” 

One factor is that the percentage of 
mortgages to assets of the life companies 
has increased greatly during the past 
five years, and now stands at a relatively 
high level. Another point made by Mr. 
Campbell is that the government bonds 
held by the insurance firms are now likely 
to be “more permanently invested” as a 
result of the new 2% per cent Treasury 
offering. 

However, the current trend, while indi- 
cating that bonds will be stronger com- 
petitors for insurance funds, does not 
mean that mortgages are out of the pic- 
ture by any means. Says Mr. Campbell: 
“It is true that mortgage rates ultimate- 
ly follow the trend of bond rates; and 
though the insurance companies may 
temper current investments by selecting 
more bonds than mortgages, they are not 
going to abandon mortgage loans as a 
medium of investment.” 
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Mortgage Makers 


That the housing boom has made mort- 
gage banking truly a big business is em- 
phasized by a survey of the activity of 
leaders in this field, published in the 
March issue of Architectural Forum, The 
Magazine of Building. 

Said to be the nation’s biggest “mort- 
gage maker” is Long Island’s John Hal- 
perin. His firm, J. Halperin & Co., Ja- 
maica, last year originated, processed 
and closed a record volume of 6,663 home 
loans totaling $113 million for 117 cli- 
ents, including the famed Levitts. One 
noteworthy customer was the Bowery 
Savings. Bank, which took $45 million 
in mortgages from Halperin’s in 1950. 


Other leaders and the extent of thc'r 
1950 operations are as follows: 

Originating, placing and closing of 
mortgages: T. J. Bettes & Co., Houston, 
Texas—$81 million; Eastern Mortgage 
Service Co., Philadelphia—$50 million; 
Dovenmuehle, Inc., Chicago—$40 million. 

Servicing of mortgages: T. J. Bettes 
& Co., Houston—$231 million; Eastern 
Mortgage Service Co., Philadelphia— 
$180 million. 

Straight brokerage: Stern-Lauer & 
Co., New York City—$140 million deliv- 
ered, $200 million placed; Huntoon, Paige 
& Co., Inc., New York City—$123 million 
pa#taced. 
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Business Loans 


In the midst of all the pro and con 
discussion of voluntary and compul- 
sory credit controls, the banks have 
continued to make loans in record vol- 
ume. 

Particularly is this true as to business 
credits. Real estate and consumer loans 
are tending to level off, but Federal Re- 
serve figures disclose that during the 
first three months of 1951 commercial 
and industrial loans of weekly report- 
ing member banks bucked the usual 
seasonal downtrend and showed a gain 
of $1,300 million, or’seven per cent. In 
contrast, for the same period of the 
three prior years such loans declined in 
amounts ranging up to $500 million. 

Uptrend charted. The largest gain in 
business loans so far this year was reg- 
istered in the week ended March 14, 








Business Loans Boom 
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Inventory a big factor 


when a $267 million increase was regis- 
tered. An accompanying chart shows the 
upward trend following the outbreak of 
Korean hostilities. 

Discussing this trend, the research de- 
partment of the Federal Reserve Bank 
of Cleveland points to inventory accu- 
mulation, which totaled more than $7 
billion in the last half of 1950, as being 
largely responsible for the avid demand 
for business loans in recent months. Re- 
ceivables also. have been a factor. 
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In analyzing the moot question of re- . 


sponsibility for the sharp upturn in com- 
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modity prices, the Federal Reserve econ- 
omists contend that the rise must be 
considered part cause and part effect 
of the enlarged bank loan portfolios. 

Small percentage. Discussing this 
same question, Joseph R. Frey, presi- 
dent of the Illinois Bankers Association 
and of the Lake Shore National Bank, 
Chicago, recently stated: “It is difficult 
to estimate the inflationary effect of the 
$8.8 billion increase in loans of all mem- 
ber banks of the United States, since that 
amount represents only 4.47 per cent of 
the nation’s $202 billion disposable in- 
come in 1950.” Admitting that many 
legislative and supervisory authorities 
think stricter credit controls should be 
granted the Federal Reserve Board, Mr. 
Frey has declared: ‘In my opinion, all 
of this is dangerous thinking. Once it is 
established it will be with us from now 
on.” 

Mr. Frey welcomes the opportunity 
to curb speculative loans that is present- 
ed by the Voluntary Credit Restraint 
Program, which provides protection 
against anti-trust prosecution. He as- 
serts: ‘‘We bankers can now combine 
to refuse to grant unproductive loans. I 
believe that if we voluntarily police our 
own lending actions we can continue to 
have the privilege of performing an out- 
standing service to business, trade and 
commerce.” 

Interest rates. Meanwhile a study by 
the Federal Reserve Bank of New York 
York indicates the extent to which in- 
terest rates on business loans have ris- 
en. The average rate charged by large 
New York City banks on _ short-term 
loans (due on demand or within one 
year) was 2.69 per cent in the first half 
of March 1951, as compared with 2.28 
per cent in the same period of 1950. 
The aggregate dollar volume and the 
number of short-term loans granted dur- 
ing the March 1951 period were the 
largest since the statistical series began 
in 1939, and the 2.69 per cent rate is 
the highest since June 1943. 

The average rate on term loans was 


also 2.69 per cent in the first half of | 


March 1951, compared with the March 
1950 average rate of 2.35 per cent. 
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What's Ahead 

“During the next ten years the move- 
ment of the price level in the United 
States will be upward,” asserts Harvard 
economist Sumner H. Slichter, “and un- 
til the community revolts against this 
creeping inflation, savings banks’ de- 
posits, postal savings deposits and the 
present type of government securities 
will not be suitable types of savings for 
the small investor.” 

The threat to the integrity of the 
\merican dollar and the critical invest- 
nent problem of the individual saver 
‘re examined by Mr. Slichter in his new 
book, ““What’s Ahead for American Busi- 
1ess,” published by Little Brown & Co. 
‘le foresees some small savers finding 

solution by repaying debts, investing 
n houses and unincorporated businesses, 
‘nd broadening their stake in corporate 
ownership. 
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BRANDT AUTUMATIC CASHIERS 
FUR EVERY BANh TELLER 


For over sixty years bank tellers have relied on Brandt Automatic 
Cashiers for speedy, accurate coin paying. They know Brandts have 
been constructed to exacting requirements to assure absolute 
dependability. 


These traditional qualities are to be found in the new Brandt 
Automatic Cashiers, Models 150 and 250. Outstanding features, 
including a revolutionary coin payment control, are only part of 
their advanced design; they are smart in appearance, gray finish 
with nickel trim, contrasting green keyboard. 


The new Brandts are designed for banks of all sizes. We will be 
pleased to send you complete information about them. 









MODEL 250 


Brandt Automatic Cashier— 
delivery chute type. Coins 
delivered direct to customer. 


MODEL 150 


Brandt Automatic Cashier— 
trap door type. Coins de- 
livered to customer by teller. 





Brandt Automatic Cashier Company 


WATERTOWN WISCONSIN 


“*Brandt’”’ and ‘“‘Cashier’’ registered United States Patent Office and Canadian Trade Marks Office 
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By W. F. STAPLES 


Banker Suggestions for the Small Investor 


Vice-President and Investment Officer, Exchange National Bank of Olean, Olean, New York 








ORE and more people are becoming 
stock minded, and many of them 
are inclined to rely on banks for 

investment guidance and counsel. It is 
not the function of banks to recommend 
specific common stocks. However, it 
seems to me that it would be good pub- 
lic relations for a bank officer to have a 
few simple tests to suggest, which the 





individual investor could apply to a 
security. Such tests would encourage the 
investor to do some of his own research 
and develop a certain amount of invest- 
ment judgment which should help him to 
make sounder decisions. 

Inflation hedge. Properly bought, su- 
pervised and diversified, good common 
stocks are one way of hedging against 
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the current inflation spiral, and can mak« 
a sound outlet for the excess funds of 
small savers. 

Following are eight easy tests an 
individual investor should apply to busi- 
ness enterprises before purchasing a 
share in them: 

1. Find out how long the company has 
had good earnings and has been paying 
dividends. This is not a 100 per cent 
test, but does put the company’s manage- 
ment in a “distinctive” class if the record 











W. F. STAPLES 


Cites eight simple tests 


is long and favorable. The test does not 
establish the investment as “‘super-safe,” 
for dividends can be discontinued any 
day. However, this test does give the in- 
vestor a fair appraisal of the company’s 
past record and the competency of the 
past management. 

2. Consider the possibilities of per 
share earnings in the future, and the 
prospects of this company’s future 
growth in its field. Be wary of a “Johnny- 
come-lately” which might have just a few 
years of flashy earnings and dividends. 
Annual reports and financial services 


| usually give considerable information on 
| the prospects of the company’s future. 


Future net earnings are one of the most 
important investor considerations. 

3. Check up on the ten year history of 
past market price ranges. The result of 
this test will show what purchasers have 
been willing to pay for this issue under 
good and bad past market conditions. By 
averaging the high and low for any 
single year, an average market price can 


| be obtained for past years. This is often 
| helpful in judging current values. 


4. Find out the type of industry in 
which the company is engaged. At pres- 


i ent utilities, oils, drugs and chemicals, 
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auto and auto accessory, containers, 
foods, retail stores, bank and finance, 
insurance stocks and office equipment are 
considered desirable fields in which to 
have commitments. Purchasing invest- 
ments in different fields diversifies one’s 
holdings. It is smart investment manage- 
ment to put savings funds in stable fields 
of industry. Industry divides itself into a 
sort of life line. Old age industries are 
coal, cotton, wool, leather and railroads. 
Mature fields are automobiles, banking, 
metals, foods, motion pictures, retail 
trade, steel, tobacco and telephone. Mod- 
erate growth fields are aluminum, build- 
ing materials, electric power, electrical 
products, insurance, paper and petrole- 
um, while young growing fields are air 
conditioning, aviation, chemicals, natural 
gas, synthetic fibers and television. 

5. Find out what the financial services 
or investment publications are writing 
and saying about a particular company 
and the type of industry in which it is 
engaged. Financial services can be found 
in any investment office or bank. This en- 
ables the potential investor to get an 
outside opinion of what is being written 
by the financial writers about an in- 
dustry or a company. 

6. As a general rule, experienced and 
institutional investors usually prefer to 
buy securities listed on one of the major 
stock exchanges because the company has 
to supply certain financial information 
and issue statements which are published 
in the press at frequent intervals. Listing 
enables the investor 
changes and quotations on security val- 
ues. Furthermore, listed securities are in 
sort of a glass bowl that can be policed 
and followed by the financial authorities. 

7. Study stock ratings. Some of the 
financial services and publications at- 
tempt to rate various stocks. These rat- 
ings are made from the past records and 
future prospects of an issue and are help- 
ful in judging its relative standing. 

8. Check for the proper diversification 


of securities as they are purchased for a | 
savings plan. Keep a sound ratio between | 


fixed income investments like deposits, 
bonds or mortgages as against common 
stocks. At present a ratio of 50 per cent 
in fixed income securities versus 50 per 
cent in common stocks might be a sound 
proportion. As another aspect of diver- 
sification, it is also noteworthy that in- 
stitutional investors usually do not plan 
on putting more than 5 per cent of their 
principal in any one common stock, ex- 
cept under very special conditions. 


May need adjusting. I hope these rules 
will help other bank officers answer the 


questions of small investors. Of course, | 


such simple and easily applied tests must 
be adjusted to an investor’s own partic- 
ular savings problems. 

My general advice to the “small fel- 
low” is: “Don’t be afraid to invest in 
America’s future or become a partner in 
our well established corporations. It 
doesn’t take a financial wizard to make 
a good investment. All that is needed 
is a sound plan. Buy good common stocks, 
and if they should go down, you can 
buy some additional shares at lower 
prices and average your costs down. In 
this way your chances of a serious loss 
of savings can be minimized.” 
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Condensed Statement of Condition, March 31, 1951 


RESOURCES 





Cash on Hand, in Federal Reserve Bank, and Due 


from Banks and Bankers . . 





- $ 752,227,696.08 


























U. S. Government Obligations . . . .... 782,194,389.80 
Loans and Bills Purchased . . . . . . . « = 1,294,961,299.88 
Public Securities . . . . . $117,354,974.71 
Stock of Federal Reserve Bank . 9,000,000.00 
Other Securities and Obligations 24,959,162.88 
Credits Granted on Acceptances 10,935,459.14 
Accrued Interest and Accounts 
Receivable. . . «+s « « 7,400,869.75 
Real Estate Bonds and Mortgages 17,753,732.76 187,404,199.24 
PCE. 4° « 4 ye oe 6 ee 6 5,020,209.15 
ee ss ee eae a ee we 16,572.40 
Total Resources . . « «© « «© « $3,021,824,366.55 
LIABILITIES 
Capital . 2. « «© e e« « «+ $100,000,000.00 
Surplus Fund © © © ce e e 200,000,000.00 
Undivided ProfifS . . . . .« 75,819,723.27 
Totel Capital Funds . . 6 6 6 ls lt le Ue S S7SB19,725.27 
Oo ee ae ae ee 
Foreign Funds Borrowed . . . 2. 2 « « 225,000.00 
Acceptances. . . - « $ 16,826,920.61 
Less: Own Aacsitnenten Held for 
Investment - ee ee 3,915,800.75 
$ 12,911,119.86 
Dividend Payable April 16, 1951 3,000,000.00 
Items in Transit with Foreign 
a a a ee 1,223,147.71 
Accounts Payable, Reserve for 
Expenses, Taxes,etc. . . . 48,716,597.35 65,850,864.92 





Total Liabilities . .. . 


Securities carried at $339,827,967.01 in the above statement are pledged to qualify for 
fiduciary powers, to secure public moneys as required by law, and for other purposes. 


- $3,021,824,366.55 
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J. LUTHER CLEVELAND 
Chairman of the Board 


WILLIAM L. KLEITZ 
President 


DIRECTORS 


GEORGE G. ALLEN Chairman of the Board, 
Duke Power Company 


F. W. CHARSKE Chairman, Executive 
Committee, Union Pacific Railroad Company 


J. LUTHER CLEVELAND Chairman of the Board 
W. PALEN CONWAY 


CHARLES P. COOPER Presiden 
The Presbyterian Hospital in the City of New Yor 


WINTHROP M. CRANE, JR. President, 
Crane & Co., Inc., Dalton, Mass. 
STUART M. CROCKER President, 


The Columbia Gas System, Inc. 
of Davis Polk Wardwell 


JOHN W. DAVIS 
Sunderland & Kiendl 


CHARLES E. DUNLAP President, 
Berwind-W hite Coal Mining Company 
GANO DUNN President, 


The J. G. White Engineering Corporation 
WALTER S. FRANKLIN President, 
The Pennsylvania Railroad Company 

RAYMOND C. GAUGLER President, 
American Cyanamid Company 


Member Federal Deposit 


LEWIS GAWTRY 
JOHN A. HARTFORD Chairman of the Board, 
The Great Atlantic & Pacific Tea Company 
CORNELIUS F. KELLEY Chairman of the Board, 
Anaconda Copper Mining Company 


MORRIS W. eee, * Vey of the Board, 
M. W. Kellogg Company 


WILLIAM L. ., President 


CHARLES S. MUNSON Chairman of the Board, 
Air Reduction Company, Inc. 


WILLIAM C. POTTER Retired 
GEORGE E. ROOSEVELT of Roosevelt & Son 
CARROL M. SHANKS President, 


The Prudential Insurance Company of America 
EUGENE W. STETSON Chairman, Executive 
Committee, Illinois Central Railroad Company 


THOMAS J. WATSON Chairman of the Board, 
International Business Machines Corporation 


ROBERT W. WOODRUFF Chairman, 
Executive Committee, The Coca Cola Company 


Insurance Cor poration 
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and Trust Company of Chicago 
LOCK BOX H, CHICAGO 90, ILLINOIS > 
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BANKING JEWS 








Country Bank Operations 

The successful operation of the smaller 
but vitally important country banks has 
been aided immeasurably in past years 
by the outstanding activities of the 
Country Bank Operations Commission of 
the American Bankers Association. Com- 
posed of hard-working bank officers from 
every major geographical area in the 
country, the commission is constantly 
studying new procedures, methods, ma- 
chines, and operating techniques, and 
compiling its findings into reports for 
the nation’s bankers. The commission is 
assisted in this valuable work by the 
A.B.A. Bank Management Commission 
and other working groups of the national 
and state bankers associations, together 
with supervisory authorities of the Fed- 
eral and State governments and many 
other groups and agencies concerned with 
banking operations. 

The scope and effectiveness of these 
activities were amply demonstrated by 
the work agenda at the annual executive 
session of the commission, which was 
held April 5-6, in the Hotel Lassen, 
Wichita, Kansas. This meeting covered 
current work projects of the Country 
Bank Operations Commission. 

Salary administration program. Nearly 
five months before the recent wage 
freeze, the commission completed distri- 
bution of a study entitled “How to Set 
Up a Salary Program in the Smaller 
Bank.” A covering letter included with 
this report stressed the fact that a wage 
freeze was an immediate possibility and 
urged banks to set up an established 
wage program to offset the difficulties 
of operating under regulation. In addi- 
tion to the “Salary Program” manual, 
sets of blank work sheets were made 
available to facilitate the application of 
the program in the individual bank. To 
date, over 1,200 sets of these work sheets 
have been ordered by small banks 
throughout the country. In view of the 
continued need for a definite wage plan 
in all banks regardless of size, the com- 
mission plans to exert every effort to 
insure greater use of the “Salary Pro- 
gram” in the future. 

Area salary survey. A companion proj- 
ect directly related to the salary adminis- 
tration program has just been completed 
by the commission working in cooperation 
with the A.B.A. Customer and Personnel 
Relations Division. The new study, which 
will be distributed to member banks 
sometime during the next few weeks, 
will be entitled, “How to Make an Area 
Salary Survey.” Presenting a method 
for determining salary scales within a 
particular community, the study stresses 
the necessity for reviewing salaries in 
competitive industries as well as in com- 
petitive banks. In the past, the new 
survey points out, salary policies of many 
banks have been influenced by what other 
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Executive session, A.B.A. Country Bank Operations Commission, Wichita, Kansas 


Review current activities, plan man-sized program for the future 


banks are paying for similar jobs. It 
must now be recognized, particularly in 
the smaller banks, that the great majority 
of job opportunities in a given area are 
in industries other than banking, and 
these industries should be given greatest 
consideration in establishing a bank’s 
salary administration programs. 

Service charges. The Country Bank 
Operations Commission has met the ever- 
increasing interest in the vital problem 
of service charges by preparing a com- 
plete kit which covers the subject from 
several angles. This service charge kit 
contains: the commission’s cost manual, 
“Simplified Cost Analysis for Smaller 
Non-departmentalized Banks; a booklet 
illustrating and describing a recommend- 
ed service charge plan for banks; the 
results of a survey completed last year 
among 2,406 banks whose assets total 
$7% million or less, which sets forth 
detailed information on plans, rates, etc.; 
and the booklet, “Current Trends in Bank 
Costs,” which offers up-to-date cost infor- 
mation to enable the individual bank to 
compare its costs with banking costs in 
general. 

In addition, the commission is now at 
work on a service charge study which 
will be entitled, “Miscellaneous Service 
Charges.” This study will provide banks 
with information relative to the estab- 
lishment of rates for those items which 
do not enter into the general service 
charge plan. Upon completion, this study 
will be mailed to the entire membership 
of the A.B.A. 

Teller’s activities. The always impor- 
tant problem of training and guiding 
employees has taken on even greater 
importance in anticipation of the need 
for replacing those employees who will 


leave banking for the armed forces or 
jobs in other industries, according to 
Richard W. Trefz, chairman of the com- 
mission and president of the Arkansas 
Valley Bank, Pueblo, Colorado. “Possibly 
number one in importance, especially in 
the medium-sized and smaller banks,” 
continued Mr. Trefz, “is the need for 
guidance in that phase of operations 
dealing with teller’s activities.” The 
commission is currently working on a 
booklet designed to be useful as a train- 
ing program for tellers and as a handy 
guide for reference purposes. This book- 
let should be of particular assistance for 
use in study-group programs. The com- 
mission plans to have this booklet avail- 
able for distribution early this fall. 
Simplified chart analysis. Another of 
the Country Bank Operations Commis- 
sion’s programs nearing completion, ten- 
tatively titled “Simplified Chart Analysis 
for Improving Bank Operations,” is de- 
signed to provide the executive personnel 
of the medium-sized and smaller banks 
with a means of maintaining a regular 
check on the basic factors that affect the 
growth and safety of their banks. In 
addition to including suggestions and 
instructions for maintaining complete 
performance charts, the study will con- 
tain numerous illustrated examples, to- 
gether with a bibliography of sources of 
vital information. A supply of the two 
basic blank charts, designed for a variety 
of analyses, will also be included in the 
study. As is customary with the com- 
mission’s studies, this program is being 
tested in a number of banks at the 
present time. Reports to date on the plan 
have been exceptionally favorable; how- 
ever, the commission will wait for com- 
plete experience reports before making 





ll 





the “Chart Analysis” 
generally. 

Audit program. This commission study 
will be in the form of a guide designed 
to provide smaller banks with a basic 
audit program. Recognizing the fact that 
these banks generally are not large 
enough to warrant the employment of 
full-time auditors, the plan will be aimed 
at supplying the smaller banks with the 
minimum audit requirements and a 
simplified audit procedure. 


study available 
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Women’s Finance Forums 

The continuing popularity and mani- 
fest effectiveness of finance forums for 
women as a bank public relations ac- 
tivity has prompted an extensive study 
of the subject by the Public Relations 
Council of the American Bankers As- 
sociation. The worthwhile results of this 
study are presented in a well-prepared 
manual entitled ‘Finance Forums for 
Women.” 

Following a definition and analysis of 
the women’s finance forum, the manual 
discusses such matters as the internal or- 
ganization of the forum, the forum 
agenda, speakers, topics, cooperating 
groups, necessary budget, and the many 
administrative details relative to the 
actual staging of the meeting. 

A detailed promotional and publicity 
procedure is pre:ented, accompanied by 
illustrations of material used by various 





Tips for forum planners 


banks that have held forums of this type. 
Considerable attention is given to the 
value of the question-and-answer session 
and to take-home literature. 

Sample kit. In support of the finance 
forum manual, the A.B.A. Public Rela- 
tions Council has prepared a substantial 
Finance Forum Kit. Designed for use in 





HOW MUCH LATE? 


One the of most interesting breakdowns 
we examine regularly is our weekly serv- 
ice report. This tells us about the imprint 
orders coming in and going out Monday 
thru Friday, and gives us Tecails relative 
to promptness of output. Using two-day 
service as “par” performance — and by 
two days we mean the time in our posses- 
sion—there is set up for us the number 
of orders that are “one day late,” “two 
days late,” and so on. 


While we are keenly interested in the 
number of orders processed, our real 
interest lies in the number not leaving 
our plants on time because only by 
holding these to a minimum can we 
hope to keep incoming orders at high 
levels. The rivalry between our plants, 
therefore, concerns itself principally 
with the wiping out of all orders not 
shipped in par. 
The consolidated report for the entire 
year of 1950 shows 83.95% shipped 
within our two-day time standard, 
15.32% were one day late, .64% were two 
days late and .09% were three or more 
days late. Inasmuch as 99.27% fell within 


a three-day bracket, we are more pleased 
than critical of last year’s performance. 
What are we talking about? We think 
it’s wonderful! Anyway, such factual 
information feeding in to us each week 
keeps us sensitive to change and forces 
us to break bottlenecks without delay. 


How closely we will be able to adhere 
to these standards as the country gets 
deeper into the defense program remains 
to be seen. Occasionally we will get off 
the beam, as we did two months ago 
when we lost seven men to the army, 
but generally speaking we are optimistic 
about our ability to keep pretty much 
on top of things. Despite the scare head- 
lines in the papers, we feel confident 
that we will be able to deliver within 
reasonably good time limits all the 
checks our customers need this year... 
this year. And we think also that we 
will be able to deliver all the checks 
our customers need next year... . next 
year. This is a subtle way of saying that 
there has never been any need to load 
up on bank checks. There is no need 
to do so now. 
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planning and conducting forums, this kit 
contains samples of advertisements, in- 
vitation folders, admission tickets, pro- 
grams and notebooks, and other forms 
and promotional material used for 
women’s forums by various A.B.A. mem. 
ber banks. 

In addition the kit contains: illustra- 
tive speeches, which both the sponsoring 
banks and speakers have given permis- 
sion for the Council to reproduce; several 
news releases with suggestions by the 
A.B.A. News Bureau on handling the 
forum publicity; samples of A.B.A. book- 
lets available for distribution to women 
attending the forum; a selected bibli- 
ography of financial books for women; 
and a 24-page supplement to the manual, 
entitled ‘“‘Trends in Finance Forums for 
Women as Sponsored by Banks,” which 
gives the case histories of 35 forums, in- 
cluding the program topics, names and 
titles of speakers, attendance figures, 
and other pertinent highlights. 

The finance forum kit, as well as the 
manual, is distributed by the Council on 
a self-supporting basis, the kit at a cost 
of $3.75 each, the manual at 85¢ each. 
Write direct to: Public Relations Coun- 
cil, American Bankers Association, 12 
East 36 St., New York 16, N.Y. 

Recent forums. Many banks, both large 
and small, have successfully held finance 
forums for women in recent months. 
Lectures on investments, estate planning, 
and tax questions, as well as general 
financial and economic topics, were fea- 
tured during the forum sponsored by the 
Hamilton National Bank, Knoxville, 
Tennessee. Nationally-known authorities 
were engaged by the Wachovia Bank and 
Trust Company of Charlotte, North 
Carolina, to conduct a women’s forum on 


| the subjects of life insurance, invest- 


| 
| 





ments, and wills and estates. 

To assure the success of the recent 
forum presented by the State-Planters 
Bank and Trust Company, Richmond, 
Virginia, the sponsorship of the city’s 
women’s clubs was obtained and club 
facilities were used heavily to publicize 
the meeting. Programs, forum kits, and 
decorations for the meeting were ex- 
ecuted in an attractive and very femi- 
nine shade of pink. 

The finance conference for women 
sponsored by The Federal National Bank, 
Shawnee, Oklahoma, was so enthusiasti- 
cally received that the bank has re- 
printed in booklet form the lectures 
delivered at the meetings for the bene- 
fit of persons who were unable to attend. 
Bankers and financial officers may ob- 
tain a copy of the booklet by writing di- 
rect to William H. Dodson, Jr., vice- 
president, The Federal National Bank, 
Shawnee, Oklahoma. 
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More on Bank-by-Mail 


Interesting new reports on bank-by- 
mail following the BCH survey in April 
included pertinent data from three of the 
biggest users of this type of facility in 
the country. 

During 1950, the Union Bank and Trust 
Company of Los Angeles took in more 
than $1 billion through mail deposits. 
Bank-by-mail volume was up about 42 
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per cent over 1949. The bank attributes 
this gain partly to the general business 
boom in Southern California, and partly 
to its own steady promotion of mail 
banking. For more than a decade the 
major part of the Union Bank’s advertis- 
ing and merchandising has been aimed at 
developing mail-banking customers. All 
advertising media have been used to sell 
the service, with most emphasis on state- 
ment enclosures, lobby displays, and 
neighborhood newspapers. 

War-time push. Mail volume at Union 
Bank received a tremendous boost during 
World War II, since it was readily pro- 
moted as a means of saving tires, gaso- 
line, and time. Thousands of the bank’s 
customers got the bank-by-mail habit 
during the war, and have kept it ever 
since. 

Union Bank says that banking-by-mail 
has saved it from enlarging its lobby and 
personnel. With present facilities it 
would be almost impossible for the bank 
to handle its current volume if any siz- 
able percentage of its mail customers be- 
gan going to the bank in person. 





Union pays postage both ways on mail | 


transactions. So important is the mail 
operation to Union Bank that it takes 
great pains to cultivate cordial relations 


with the Post Office. Last fall the bank | 


staged a big dinner and show for the 
city’s postmen in the bank’s clubroom. 
Twoa minute. The five mail deposit tell- 
ers at the Mercantile National Bank at 
Dallas, Texas, process mail items in about 
half a minute on the average. The items 
are opened, cash verified, and on big de- 
posits endorsements are _ spot-checked. 
Items are stamped with the teller’s stamp 
and a receipt and another deposit en- 


velope is immediately sent to the deposi- | 
tor. After Mercantile’s mail depart- | 


ment finishes with the deposits, they are 
routed directly to the proof department. 
In addition to five full-time mail deposit 
employees, four lobby tellers work on the 
mail volume during their spare time. 
Mercantile Bank receives approxi- 
mately 25 per cent of its total number 
of deposits through the mail. The han- 
dling cost of a mail deposit item is about 
3¢ each plus 6¢ postage, or roughly 10¢ 
an item, while the cost of a lobby deposit 
is approximately 5¢. The bank points out, 
however, that these figures do not take 
into account the space, light, and other 
expenses in the respective departments, 
or the advantage of eliminating long lines 
in the lobby on peak days. 
This bank prefers the use of a regular 
stamp, because in its opinion the 
tamp better attracts customers’ atten- 
tion to the fact that their postage is paid 
for them and they are getting extra value. 
Mercantile Bank has advertised the fa- 
cility extensively in the past few years, 
inphasizing its convenience as “banking 
‘th arm-chair ease.” 
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Sizeable saving. A recent cost survey 
The National Shawmut Bank of Bos- 
ton shows that a considerable reduction 
in cost is affected through the use of the 
benk’s specially designed mail deposit 
velope. Deposits received in the spe- 
il envelope are processed at a cost of 
9..¢ each, as opposed to a cost of 18.7¢ 
fcr other mail deposits. It should be 
pcinted out, however, that the majority 
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STRAIGHT AS THE CROW FLIES 
to TULELAKE or CALEXICO* 


Through its California-wide service (yours through 
one account in Los Angeles or San Francisco) Bank of 
America gives you direct routing to cities and towns 
throughout the state. This personalized service pre- 
serves the “human touch” in your correspondent 
relationships as well as providing speed and effi- 
ciency in the handling of California transactions. 


*The Northernmost and Southernmost California communities 
served by Bank of America branches. Over 300 other California 


communities have one or more Bank of America branches. 


Bank of America 


NATIONAL 28USTA82 ASSOCIATION 


Bank of America Travelers Cheques 
are known the world over. 


Sell them to your customers. 




























A NEW 
APPROACH 


COMBINATION COUNTER UNITS 
Including Front, Top and 
ZS Under-Counter Equipment 


ps SIMPLIFY INSTALLATIONS 


H-H-M Combination Fixture and Under-Counter Units 


are installed as one assembly under one contract. Installation 











is simplified. Costs are reduced. Subsequent re-arrangements 
can be made easily. You select the model that fits your 
business and floor plan. All are designed to speed window 
traffic by freeing tellers from walking, searching and waiting 
delays . . . they keep all supplies within finger-tip reach. The 
steel Fixture and Under-Counter Work are finished to speci- 
fications. Composition tops on counter and ledge are bound 
with stainless steel. 


Write for details on Combination Counter Units for new and 
remodeling jobs. Ask for a copy of our folder, “Improve 
Over-Counter Service.” 


Herring- Hall-Marvin Sale Co. 


HAMILTON, OHIO 





“ Craftsmen in .. . Safes @ !nsulated Record Files © Vault Doors ® Money 

Pp Chests @ Rotary Record Files @ Steel Storage Files @ Bank Vault Equipment 
“> = @ Drive-In Windows @ Depositories @© Under-Counter Work ® Stainless 
a? Steel Hospital and Building Products 


14 





of the 6,000 average mail deposits ro- 
ceived each month in envelopes other 
than the bank’s special deposit envelope 
contain deposits not adaptable to this 
type of envelope, such as business de- 
posits, dividend checks, or other checks 
received direct from the maker for 
credit to the customer’s account. During 
1950, National Shawmut received an av- 
erage of 14,000 deposits by mail each 
month. This represents 6.94 per cent of 
the bank’s total deposit volume by num- 
ber for the year. 

National Shawmut finds mail deposits 
less expensive to handle than over-the- 
counter transactions. The foregoing cost 
figures for mail deposits compare with 
a cost of 12.2¢ for a small counter de- 
posit without cash and 18.7¢ for the av- 
erage counter deposit including cash. 
While this bank has accepted deposits by 
mail since 1836, the substantial volume 
of mail deposits now enjoyed by Na- 
tional Shawmut was developed subse- 
quent to the introduction of the bank’s 
special deposit envelope. 


° od 4 


A.I.B. Convention 


Featured speakers at the annual con- 
vention of the American Institute of 
Banking, to be held June 4-8 in the 
William Penn Hotel, Pittsburgh, Penn- 
sylvania, will include James E. Shelton, 
president of the American Bankers Asso- 


| ciation, and Francis Marion Law, chair- 


man of the board of the First National 
Bank of Houston, Texas. 

The convention program also includes 
the A.I.B. National Public Speaking 
Contest for the A. P. Giannini Educa- 
tional Endowment prizes, and- the Na- 
tional Convention Debate for the Jesse 
H. Jones Convention Debate Fund prizes. 

Timely conferences. In addition to two 
general sessions, the convention will 
feature a series of conferences on vari- 
ous phases of banking, such as trust 
business and investments, business de- 
velopment and _ advertising, credits, 
public relations, banking management 
and operations, and savings banking. 
Conferences will also be held on A.I.B. 
chapter administration and _ activities, 
plus a special conference for women 
delegates. Social activities will include 
an outing and a Grand Ball. 

Election of officers. One of the high- 
lights of the convention should be the 
hot race for the four vacancies on the 
A.I.B. Executive Council. The five can- 
didates for the four positions are: Frank 
C. Adams, The Bank of California N.A., 
Seattle, Washington; Leroy S. Clark, 
The Marine Midland Trust Company of 
New York, New York City; Carl Dur- 
beck, Fallkill National Bank & Trust 
Company, Poughkeepsie, New York; 
Emmet J. Erickson, Farmers & Me- 
chanics Savings Bank, Minneapolis, Min- 
nesota; and Newton I. Gray, National 
Bank of Commerce of Norfolk, Norfolk, 
Virginia. 

The. convention will also elect the 
institute president and vice-president for 
1951-52. Alton P. Barr, vice-president, 
Security Commercial Bank, Birminghem, 
Alabama, has been nominated for presi- 
dent. Mr. Barr is now vice-president of 
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Committee for Denver conference 





Committee for Toledo conference 





Busy NABAC committeemen preparing current regional conferences 


the A.I.B. Martin J. Travers, executive 
vice-president, Power City Trust Com- 
pany, Niagara Falls, New York, who is 
now a member of the Executive Council 
has been nominated for vice-president. 


School Days 


The School of Financial Public Re- 
lations, conducted by the Financial 
Public Relations Association in conjunc- 
tion with Northwestern University, will 
hold its 1951 session on the University’s 
Chicago campus, 


1948 to provide a practical training 
course for bank public relations, adver- 
tising, and business development execu- 
tives. 

The complete course consists of two 


resident sessions, combined with six ex- | 


tension problems and an original project 
to be completed between the two ses- 
sions. The 1951 senior class will be 
graduated on August 10. 


NABAC Conference Plans 

The interesting spring series of re- 
gional conferences of The National As- 
sociation of Bank Auditors and Comp- 
trollers is well under way with the 
suecessful completion of the Sixteenth 
Eastern Regional, first in the NABAC 
series, which was held in Boston, April 
16-19. The Sixth Western Regional 
Conference, to be held May 7-9 at the St. 
Francis Hotel in San Francisco, will fea- 
ture a selection of addresses and discus- 
sions on such timely topics as: Pitfalls 
and Protective Measures in Installment 
Lending; Training of Bookkeepers and 
Tellers; Operating Under Federal Wage 
Regulations; Bank Operations; and 
Bank Supervision, Internal and Govern- 
mental. 

Mid-continental plans. The Second 
Northern Mid-Continent Regional Con- 
ference is scheduled for May 10-12 at 
the Commodore Perry Hotel, Toledo, 
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July 30-August 11.. 
This will be the fourth annual session | 
of the school, which was founded in | 








Ohio. Advance program plans for this 
meeting include discussions on aspects 
of the bank’s investment portfolio, bank 
insurance, operations, and audit and 
control. 

The last of the four NABAC region- 
als will be The Second Southern Mid- 
Continent Regional Conference, which is 
to be held at the Cosmopolitan Hotel, 
Denver, Colorado, June 21-23. The 
tentative program recently announced 
by the conference committee includes 
panels and addresses on employee train- 
ing techniques and methods, audit pro- 





grams, and the legal aspects of everyday 
bank work. 


Catching *“Cowboy’”’ Cash 


The importance of personal thrift in 
an inflationary economy is receiving in- 
creased emphasis with each rise of the 
cost-of-living index. Bank and financial 
officers, aware of the role they must 
play in the crusade for savings, are 
combining imagination and sound busi- 
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Federal Deposit 


Insurance Corporation 


SAN FRANCISCO 
(Two offices) 


Banks in four Ports 
that operate as one 


This Bank’s Tri-state organization offers a 
long-established Pacific Coast banking 
connection that, by policy and practice, is one 
institution, under ove management, with one 
responsibility and oe common purpose. 


That common purpose is to give customers 
not only an intimate and specialized /ocal 
service, but the full benefit of our Coastwide 
experience and facilities, as well. 


You will not find this unique service elsewhere. 


THE BANK OF 
CALIFORNIA 


NATIONAL ASSOCIATION 


Incorporated in 1864 


PORTLAND SEATTLE + TACOMA 





Tellers at tots’ eye-level 





Young savers frolic in full scale Western village 


Old West is recreated at Greater Louisville First Federal Savings & Loan Association 


ness philosophy to entice new customers 
into their institutions. Outstanding 
among the many savings schemes cur- 
rently receiving promotion is the Hopa- 
long Cassidy Savings Club, which is turn- 
ing the cowboy fad generated by tele- 
vision into increased savings account 
‘ volume for hundreds of financial institu- 
tions throughout the nation. 

The bait. If the wide-spread popu- 
larity of hard-riding, clean-living Cassidy 
is not enough, the collection of choice 
dividends passed out with each new 
Club account certainly convinces the 
country’s premium-conscious children of 
the advantaves of saving their pennies. 
Upon first joining the Club, youngsters 
receive a free Hopalong Cassidy Savings 
Bank, cast in a likeness of the cowboy 
hero. Later, the mailman brings a secret 
code, a membership certificate and wel- 
coming letter signed by Hoppy, a club 
membership card, an official badge, a 
record chart and book, an autographed 
picture of Hoppy, and a special Hopalong 
Cassidy Mail Pouch for important Club 
papers. All for an initial deposit of as 
little as $2. Club members are stimulated 
to increase their savings periodically by 
the Hoppy Saving Rodeo, an incentive 
scheme that offers new badges and 
higher ratings. 

The setting. To add even greater im- 
petus to the scheme, many financial in- 
stitutions are setting up colorful back- 
grounds for the actual deposit procedure. 
Conducted in an appropriate Western 
atmosphere, the business of making a 
savings deposit becomes a glamorous 
treat for the young Club members. For 
example, a complete Western village 
sets the scene for depositors at the 
Greater Louisville First Federal Savings 
and Loan Association of Louisville, 
Kentucky. Over $10,000 was spent in 
converting First Federal’s fourth floor, 
formerly used as a storeroom, into a 
picturesque Western town with cowboy 
and cowgirl rest rooms, a sheriff’s office, 
a hotel, blacksmith’s shop, sarsparilla 
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bar, bunkhouse, fire department, general 
store, and a two-window savings post. 
Teller’s are dressed in fancy Western 
togs and on busy Saturday afternoons 
local television cowboys sing and talk 
to the children. 

The take. Response to the cowboy 
promotion has been overwhelming. The 
weekly average of new Club accounts 
at First Federal is over 300, according 
to Gustav Flexner, managing officer. This 
organization has also found that the 
children’s accounts provide an excellent 
way for the association to reach parents 
and grandparents. Several hundred new 
adult accounts are attributed directly to 
the children’s savings post. Mr. Flexner 
tells of one doctor who opened a $500 
account for each of his two children and 
a $10,000 account of his own. 


Security-First National Bank of Los 
Angeles enables Club members at each 
of its 132 branches to earn additional 
money to add to their accounts with each 
adult account they bring to the bank. 
Many other financial institutions, such 
as the Erie County Savings Bank of Buf- 
falo, New York, and the Industrial State 
Bank, Kalamazoo, Michigan, have set up 
elaborate Western backgrounds for the 
increased savings activity resulting from 
the Club. 
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Home-Run for Thriit 


Another novel thrift scheme for 
youngsters, The Baseball Savings Club, 
which is designed to capitalize on the 
popularity of our national sport, has 


Costumes and props set the stage for thrift 


Erie County Savings Bank, Buffalo, N. Y. 


Industrial State Bank, Kalamazoo, Michigan 
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They brought 
Hrakis 
10 the oll fields 


A wonderful new fashion show was 
held in Paris... 

One week later, the same show was 
staged —in Texas! 

The place was Neiman-Marcus of Dal- 
las, one of the most remarkable stores in 
the world. Though hundreds of miles 
from the “fashion capitals,” they sell more 
exclusives from more top designers than 


any other store in the U. S. 


After new Paris creations arrive in 
New York, it’s only a matter of hours be- 
fore they’re displayed in the N-M salons! 

Want to know their secret? 


When Neiman-Marcus want a fashion 
scoop, they bring their high-fashions in 
at high altitudes. They use Air Express! 

You don’t have to be a Texan to want 
the fastest service in the world. Your 
business doesn’t have to be fashions to 
profit from regular use of Air Express. 
Here are its unique advantages: 


IT’S FASTEST — Air Express gives the 
fastest, most complete door-to-door pick 
up and delivery service in all cities and 
principal towns, at no extra cost. 


IT’S MORE CONVENIENT —One call to 
Air Express Division of the Railway 
Express Agency arranges everything. 





IT’S DEPENDABLE — Air Express pro- 
vides one-carrier responsibility all the way 
and gets a receipt upon delivery. 


IT’S PROFITABLE—Air Express expands 
profit-making opportunities in distribu- 
tion and merchandising. 

For more facts call Air Express Division 
of Railway Express Agency. 





“SAR OPUS 


GETS THERE FIRST 


May, 1951 . 17 








Young savers welcomed by Loring Gelbach, 
president, Central National Bank, and Cleve- 
land Indians’ Hank Greenberg 


Baseball Savings Club formed 


been introduced in Cleveland by the 
Central National Bank of that city. 
Conducted with the cooperation of the 
Cleveland Indians Baseball Co. of the 
American League, The Baseball Savings 
Club utilizes a coupon-type passbook 
similar to the Thrift or Christmas Club 
books. Twenty coupons, each valued at 
$1, are contained in every passbook. 


Upon opening a Club account, a young- 
ster receives a Club membership certifi- 
cate, a membership badge, a plastic dime 
savings bank, and an autographed pic- 
ture of a player on the Cleveland Indians 
baseball team. Each subsequent weekly 
payment brings the account-holder an- 
other photo of a Cleveland player. 

Ticket dividend. If the young Club ac- 
count-holder makes 10 deposits before 
June 30th he will receive a free ticket 
to the Cleveland-Detroit game on that 
day in Cleveland Stadium. The depositor 
then continues 10 more weekly pay- 
ments, obtains more photos of members 
of the Cleveland team, and receives a 
ticket to the Cleveland-Philadelphia 
game on August 30th. 

Upon completion of the 20 deposits in 
the coupon passbook, the account may 
be transferred to a regular savings ac- 
count without further signing of signa- 
ture cards, or it may be entirely with- 
drawn. Baseball Savings Club accounts 
may be opened and deposits made by 
mail. Central National Bank has secured 
exclusive right to the use of the supple- 
mental Club material relating to the 
Cleveland Indians, whose management 
is wholeheartedly supporting the bank 
in its incentive savings program for 
children. 
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“Know Thy Neighbor’’ 


A recent contest conducted by the Mont- 
pelier (Vermont) National Bank offers 








EASY SNAP FILE BOX 
“Style C” 


Corrugated Paper—Hinged Lid 
150 Stock Sizes 





STRAYER 


ALL STEEL Sliding Drawer 
1 STORAGE FILES 


INTERLOCK IN STACK—Vertical and 
Parallel Horizontal—AUTOMATICALLY 








° MADE ANY SIZE TO YOUR SPECIFICATIONS 


NO STACKING PARTS NEEDED 





We guarantee our transfer Files to please you or no cost to you in the transaction 








-» MAIL ORDERS TO ... 


THE STRAYER COIN BAG COMPANY, New Brighton, Pa. 


Manufacturers of BANK SUPPLIES Since 1914 


STEEL AND PAPER COIN TRAYS AND BOXES— 
COIN BAGS—LOCK-SEAL NIGHT DEPOSITORY BAGS—COIN WRAPPERS 


CURRENCY STRAPS—BANK SPECIALTIES 
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an ingenious switch to the usual celebrity 
identification puzzle. A series of adver 
tisements in the local papers carried pho- 
tographs of over 50 average citizens in 
the community. The contest, titled “Know 
Thy Neighbor,” required a correct iden. 
tification of the persons pictured. 

Generous cash prizes were awarded to 
the contestants identifying the largest 
number of photographs. Since the contest 
was limited to customers of the bank, a 
coupon was attached to the advertise- 
ments enabling prospective customers to 
open savings, checking, or Christmas 
Club accounts by mail. The bank reports 
that a substantial number of new ac- 
counts resulted. 

The “Know Thy Neighbor” contest 
plan has been copyrighted by the bank, 
and can be purchased by other banks for 
a nominal fee. Write direct to Luman 
Howe, president, Montpelier National 
Bank, Montpelier, Vermont. 
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New Books tor Banks 


“Tax Savings in Real Estate Transac- 


tions.” Bureau of Analysis, Davenport, 
Iowa. $5.00 per copy, ppd. 10-day free 
examination. 


Up-to-date with the 1950 Revenue Act, 
this book offers immediate solutions to 
the tax factors involved in real estate 
transactions, heavily illustrated by ex- 
amples and supported by reliable author- 
ities. Publication was sponsored by the 
National Institute of Real Estate Brok- 
ers and approved by its editorial board. 

Tax saving principles and methods are 
explained clearly, offering quick and 
authoritative solutions to real estate tax 
problems. The book treats tax saving 
methods according to the type of transac- 
tions, including sales, purchases, ex- 
changes, leases, defaults, and a variety 
of other classifications assembled in easy 
reference form. 


“Bank Employees’ Library.” Bank- 
ers Publishing Company, 465 Main 
Street, Cambridge 42, Mass. $1.00 per 
copy, ppd. 

A series of twelve books written as 
constructive aids to the bank employee 
and designed to increase his apprecia- 
tion of banking as a career. The first 
three books in the series, How to Suc- 
ceed in Banking as a Career, Employee 
Opportunities in Public Relations, and 
How to Discuss Banking in Public, are 
now available; others will follow. 


“Balance Sheets and_ the 
Banker,” by J. H. Clemens. Europa 
Publications Limited, 56 Bloomsbury 
Street, London, W.C.1, England. $2.00 
per copy, ppd. 

A guide to the technique of loan-mak- 
ing, written by a British expert in the 
credit field. The book tells how cus- 
tomer accounts can be analyzed and what 
results can be obtained from various 
tests which can be quickly applied to 
balance sheets. An appendix gives the 
English accounting terms together with 
their American equivalents. 


“If You’re a Bank Director,” by Clar- 
ence G. McDavitt, Jr. Bankers Publish- 
ing Company, 465 Main Street, Cam- 


Lending 
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bridge 42, Mass. $3.50 per copy, ppd. 

In a light, thoroughly readable style, 
Mr. McDavitt, who is president and 
chairman of the board, Somerville Na- 
tional Bank, Somerville, Mass., shows 
how the bank director may avoid trouble 
by knowing and following the right rules. 
The book’s contents fall under the fol- 
lowing headings: qualifications for a val- 
uable bank director; some of the powers 
and duties of the bank director; the 
principal function of the board; thirty- 
eight ways to get into trouble; three ways 
to stay out of trouble; and the directors’ 
meeting. A valuable feature is the group 
of suggested forms in the back of the 
book used to keep directors informed at 
their meetings as to the bank’s condition 
and progress. 

“Present Day Banking.” American 
Bankers Association, Twelve East Thir- 
ty-sixth Street, New York 16, N. Y. 
$5.50 per copy, ppd. 

Since 1985 more than 2,500 theses 
have been written by bankers in par- 


tial fulfillment of the requirements for | 


graduation from The Graduate School 
of Banking, conducted by the American 
Bankers Association at Rutgers Uni- 
versity. Four hundred sixty-seven of 
those papers have been placed in the 
A.B.A. Library where they are available 
for general reference purposes. To make 
this vast and ever-expanding storehouse 
of information more readily available to 
the banking profession, a selection of 35 
theses has been condensed and published 
as a 571-page book entitled, ‘“‘Present 
Day Banking, 1951.”’ Selection of ma- 
terial for this substantial volume was 
determined by timeliness of subject mat- 
ter and the popularity of the theses as 
evidenced by requests made to the 
A.B.A. Library. Edited by Wm. R. Kuhns, 
editor of Banking. 
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Historic Facade 

By a skillful blending of a new ground 
floor front of period design into a struc- 
ture constructed during the Elizabethan 
era, the new Nantwich branch of Martins 


Under the plaster, a glorious era 
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REFRIGERATION MACHINERY industry of the Los Angeles 
Metropolitan Area ranks first in the nation in this field. Latest official 
census figures (covering firms primarily engaged in this work) set 
the annual dollar value added by manufacture at more than 
$17,800,000. Employees number in excess of 3,600. 


SECURITY- FIRST NATIONAL BANK 


OF LOS ANGELES 


Statement of Condition 
March 31, 1951 











RESOURCES 
Cash and Due from Banks ............ $ 301,176,444.03 
U. S. Government 

WOCUPHIOS: 6os.siccccss $883,759,192.58 
State and Municipal 

SOCHENICS 6.5 cccienes 58,317,681.53 
Other Bonds and 

SECUTIIES 54.0.6:0-0:000: 16,785,181.46 958,862,055.57 
Loans and DISCOURtS:. 6....:0.066<60000008 448,289,202.31 
Earned Interest Receivable ............ 5,071,648.47 
Customers’ Liability under Acceptances 

WE onc cle cn zen ancoeene eS 4,859,039.90 
Re PANE 5 ciaseinsis Caine ponecisiows 4,501,505.20 
NSE oo vacnb se ckcondosouncoes 293,900.30 

PP ein checiaswedxawkinnaean $1,723,053,795.78 

LIABILITIES 
Capital late esata aateveie ecene $ 30,000,000.00 
NG ciccineonccecens 30,000,000.00 
Undivided Profits .... _39,195,779.98 $ 99,195,779.98 
Reserves for Interest, Taxes, etc....... 14,130,856.91 
Interest Collected—Unearned.......... 3,188,458.79 
Acceptances and Letters of Credit 

SE eikiaessssineisnineeseoes 4,878,504.65 
Ge TIES io cswis sees cesesees 193,945.02 


Deposits—Time ..... $ 596,080,743.84 
—Demand .. 1,005,385,506.59 1,601,466,250.43 
Si 2 ¢ | See eee ere e nen gun $1,723,053,795.78 


Securities carried at $172,165,558.50 are pledged to secure trust funds 
and U.S. Government, State and other Public Moneys, and for other 
purposes as required or permitted by law. 





BOARD OF DIRECTORS 


George M. Wallace, Chairman 
James E. Shelton, President 


Elmo H. Conley Robert E. Gross John J. Pike 

L. W. Craig Ralph B. Lloyd Chester A. Rude 
Shannon Crandall Maynard McFie Elbridge H. Stuart 
Thomas A. J. Dockweiler William B. Munro Edward R. Valentine 
Gabriel C. Duque Gurney E. Newlin C. T. Wienke 

James B. Gist John O'Melveny Dr. John C. Wilson 


Fred B. Ortman 


Member Federal Reserve System 
Member Federal Deposit Insurance Corporation 















































The New Britain National Bank, New Britain, Connecticut 


























Bank, Liverpool, has become a showplace 
for both townspeople and tourists. 

The half-timbered building was _ re- 
stored after the original Elizabethan 
woodwork, which had been hidden for 
over 250 years, was discovered through 
the removal of interior lath and plaster 
work. 
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Face Value 
Like most popular aphorisms, the old 
saw about clothes and the man is only a 
half-truth. While the external appear- 
ance of an individual or a place of busi- 
ness may be a poor indication of intrin- 
sic character, more often than not we do 
base our opinions on appearances. Many 
banks are finding that an eye-pleasing 
exterior is the best possible form of new 
business advertising. Enhanced face 
value is the immediate purpose of the 
new bank quarters cited below; better 
business will be the ultimate gain. 
Colonial design was chosen for the new 
Berlin branch of The New Britain Na- 
tional Bank, New Britain, Connecticut. 
Currently under construction, the new 
branch will provide complete banking 
facilities to the residents of a fast-grow- 
ing suburban area. There will be a loan 
department, bank collection department, 
and safe deposit facilities as well as 
checking and savings account services. 
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A special saw-tooth cage design will be 
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The First National Bank of Spring Valley, New York 





featured in the modern drive-in branch 
soon to be erected by The Marine Trust 
Company of Buffalo, New York. At each 
service window, designed for maximum 
customer convenience, both an extend- 
able deposit drawer and a package re- 
ceiver will be accessible to the driver 
without leaving his car. A two-way elec- 
tronic communication system will facili- 
tate conversation and bullet-resistive 

















The First National Bank of Birmingham, Alabama 


Bank facades: The best foot forward in the direction of better business 


glass will be used in the windows. The 
building is to be constructed of brick, 
with a marble facade. 


° 


The new, one-story branch of The First 
National Bank of Birmingham, Alabama, 
is constructed entirely of steel and ma- 
sonry. The exterior of the building is 


Brick, glass and steel in eye-pleasing proportions 


The First National Trust & Savings Bank of San Diego 














Burroughs Clearing House 
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IN AMERICAN EXPRESS HISTORY! 


to CAPITALIZE on a great travel year! 
... keyed to increase INTEREST in your bank! 










































All signs say that 1951 is sure to be a 
big travel year for your customers. 
Very few of these people are world 
travelers. Most of them are people 
who take regular one-week, two-week 
and three-week vacations . . . most of 
whom are prospective purchasers of 
the best-known and most widely ac- 
cepted cheques in the world—American 
Express Travelers Cheques. 

To help your bank get the greatest 
benefit from this mass vacation travel, 
American Express—which has built up this great business 
since 1891—is now launching its most aggressive sales pro- 
gram in history! Large-space advertising appearing regu- 
larly in a mighty list of magazines will build a market for 
American Express Travelers Cheques. To make sure your 
bank gets its full share of the business, sales aids are 
available to attract more buyers for American Express 
Travelers Cheques locally to your bank! There’s no charge 
for the material. Use it in your bank and in your local 
advertising. It will attract new customers—customers who 
will appreciate your bank’s service in supplying them 
with cheques that give the greatest convenience and 
protection. 
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The New 1951 American Express Portfolio 
supplies you with all these FREE sales helps! 


@ Leaflets for statement enclosures 
@ Attractive counter displays 

@ Newspaper advertising mats 

@ Radio commercials 





This promotion kit was mailed 
to banks APRIL 1ST. If by any 
chance yours hasn’t reached 
you, please write to Olaf Ravn- 
dal, Vice President, American 
Express Company, 65 Broad- 
way, New York 6, N. Y. 


Put this promotional material to work 
for you. Select the items you want and 
send for the quantities you can use. 











TRAVELERS CHEQUES 


MOST WIDELY ACCEPTED CHEQUES IN THE WORLD 
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faced with large squares of limestone and 
Sylacauga marble from which projects 
a masonry canopy edged with aluminum. 
Modern aluminum window frames and 
sash with large glass areas lend an in- 
formal, open feeling to the structure. The 
driveway surrounding the branch pro- 
vides easy access to the drive-in windows 
located on the east side of the bank. 


o 


Designed so that a second story may 
be added when needed, the new, low branch 
of The First National Bank of Spring 
Valley, New York, is completely air-con- 
ditioned throughout and fronted with ra- 





diant-heated sidewalks to dispel snow and 
ice. The stainless steel and glass entrance 
is surrounded by a 42-foot double-glass 
thermopane picture window mounted in 
stainless steel moulding and framed by 
red granite. Floodlights illuminate the 
face of the building at night. 


+ 


An unusual, straight-line brick pattern 
was used in the new College Center 
branch of The First National Trust and 
Savings Bank of San Diego, California. 
Set into the brick facade, the glass and 
steel entrance is flanked by built-in 
shrubbery beds. A long, low brick fence, 








BANK OF LONDON ~ SOUTH AMERICA 


LIMITED 


89 Years....69 Branches 


in South and Central America, England, 






Complete International Banking Service 


France, Portugal and Spain 
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BUSINESS Ck 


Member Federal Deposit Insurance Corporation 
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19 of America’s 25 Largest 
Businesses are Shawmut Customers” 


YOU CAN BANK ON THE - 


The National Sh awmut Bank é Z 


40 WATER STREET, BOSTON 






Capital and Surplus $30,000,000 
* Based on Sales Reported by Moody's Manual. 


SSESSTSSSSCSSSSSSSSSCSSSsseseseoos 








& 


24 


FPTSSSCSCSS COSSSCSSSSSSSSSSSSSSSOSSSOSSSSOSSS 


& 





attached to the building and surroundin; 
the large parking area, gives the bank 
the illusion of added size. The interioy 
layout features a semi-circular teller:’ 
screen, designed to assure maximum utili- 
zation of floor space. 


Bank Building Restricted 


Despite government regulation an 
threatening material shortages, bank: 
can reasonably expect to expand int 
new or enlarged quarters to meet the 
increased business needs of a semi-wai 
economy. Construction activity on the 
part of banks will be governed by the 
need existing within a particular com- 
munity, according to the National Pro- 
duction Authority, whose permission 
must now be obtained before a bank can 
build. 

The NPA has indicated that a con- 
struction permit will be granted readily 
where a bank can show that essential 
banking service will be provided by ex- 
panded facilities. Applications for new 
business building are handled for the 
NPA through the district offices of the 
Department of Commerce. Bank applica- 
tions for new building should contain 
complete construction details for the 
proposed structure, together with a 
listing of the maximum substitutions 
possible of less critical for more critical 
materials. 
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Employee Manuals 


A concise and clearly defined state- 
ment of management policies and em- 
ployee rights and responsibilities is a 
labor and time-saving tool greatly to 
be desired in any corporation or insti- 
tution. Beneficial to the veteran em- 
ployee as well as the tyro, the employee 
manual or handbook can contribute im- 
measurably to the harmony and organi- 
zational efficiency of a bank. Many valu- 
able ideas and variations on the prepara- 
tion and presentation of personnel 
policies are contained in the recently 
published employee manuals cited be- 
low. 

Philosophical approach. A_ friendly 
and informal tone is struck in “Our 
Mutual Interests,” the new handbook of 
the Harris Trust and Savings Bank, 
Chicago. Printed on a dull finish cream 
stock with brown lettering, the hand- 
book opens with a message from the 
president and a graphically illustrated 
history of the organization. Four pages 
are utilized to tell the employee where 
everything is located, from executive 
offices to washrooms, in the three acres 
of floor space the bank occupies. A 
center-spread fold-out page charts the 
progress of a typical employee of the 
bank as he advances through the years 
toward retirement. Pay periods, vaca- 
tion schedules, lunchroom, library and 
lounge facilities, and the many other de- 
tails of employment at Harris Trust are 
explained in a relaxed, readable style. 
In addition to the text, and explanatory 
or humorous scratchboard sketches, each 


Burroughs Clearing House 
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New employee manuals designed to save time, prevent misunderstandings 


double page spread contains a bit of 
banking philosophy from the writings 
or verbal comments of one of the bank’s 
presidents. 

Humorous technique. In addition to 
citing the specific privileges and rights 
of the individual employee, the new 
manual of the State Planters Bank and 
Trust Company, Richmond, Virginia, 
briefly describes the major functions of 
each department within the bank. Well- 
illustrated with humorous sketches, the 
booklet contains discussions on the ways 
in which an employee can increase his 
ability and speed his advancement in the 


bank. A special section is devoted to | 


courtesy over the telephone, stressing 


the fact that the individual employee | 


not only represents but is the bank to 
the average customer. Employees are 
exhorted to maintain, for the sake of 
appearance as well as efficiency, neat 
and orderly desks, machines, and work 
supplies. 

Administrative emphasis. The new em- 
ployee manual of the Michigan National 
Bank, Lansing, Michigan, not only sets 
forth the rights of the employee but 


offers him some insight into the admin- | 


istrative considerations connected with 
those rights. For example, the personnel 
appraisal form used by management in 
evaluating employees for advancement 
in the bank is reproduced. So that each 
employee will be familiar with manage- 
ment, photographs of the chairman of 
the board and the executive committee 
are included in the manual. A special 
section of this handbook encourages em- 


ployees to take their questions and prob- | 


lems to their department heads. 
Lists advantages. Following a brief 
message of greeting from the president, 


the employee handbook of the Central | 


Trust Company, Rochester, New York, 
ists 20 specific advantages of employ- 


nent with the bank. This list serves as an | 


idex for the remainder of the booklet 
which consists of individual sections on 
each of the advantages listed. A helpful 
chart at the end of this handbook shows 
tne administrative setup of the bank, 
with the name of the officer in charge 
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of each department, enabling the new 
employee to see where his particular job 
fits into the overall organization of the 
bank. 


Bank Seals 


While the art of making seals, utilized 
to legalize or secure documents, has de- 
clined somewhat from the high peak of 


the thirteenth century, many American 
banks are incorporating the bank seal 
or emblem into the architectural orna- 
mentation of their quarters. One promi- 
nent use of seal design has been in the 
night depository doors cast for bans by 
the Mosler Safe Company, Hamilton, 
Ohio. 

Some of the most interesting and in- 
tricate bank seals have been designed 
around important events in the history 
of the bank. The Bank of California, 








for generations. . 




















PITNEY-BOWES 
Mailing Scales 


PITNEY-BOWES, INC. 
3173 Pacific St., Stamford, Conn. 


Originators of the postage meter 
ee Offices in 93 cities 


Tel 


pendulums, which never wear out. 
The PB Mailing Scale works 
on a similar principle... with an 
automatic pendulum mechanism 
that is extremely accurate, quick 
acting, will last for years . 
spaced chart markings are easy to read, show the 
exact weight, and cost of postage needed . . . save 
time, temper, and postage!...Also available: special 
70 lb. model for Parcel Post... Call the nearest 
Pitney-Bowes office, or write for free booklet! 


Wh Y is a grandfather's clock? 


The antique heirloom clocks that keep the _ time 
.are worked by — 
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We specialize in forwarding of 
funds abroad for our banking 
friends with or without Foreign 
Departments. Our remittance serv- 
ices include commercial, benevo- 
lent and living expense payments 
abroad by cable, mail or airmail. 


Experience developed over the 
years, and close friendly relation- 
ships with worldwide correspond- 
ent banks are available to assist do- 
mestic banks to establish or extend 
their own remittance service. We 
welcome your inquiries. : 


The 
Public National 


BANK AND TRUST 
' COMPANY OF NEW YORK 
Main Office: 37 Broad Street 
Member: Federal Reserve System 
New York Clearing House 


Association, Federal Deposit 
Insurance Corporation 











| theme of its seal. 








In less than two decades we 
have advanced from 557th 

: to 77th place among the na- 
: tion’s 15,000 banks—another 
indication of Arizona’s 
growing importance in the 
national economy. e 
 ARIZONA’S STATE-WIDE BANK 
VALLEY NATIONAL BANK 
& RESOURCES $268 MILLION & 


Home Office — Phoenix, Arizona So 
Season os 
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MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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for example, chose a pick, shovel and 
pan, the essential 
tools of the 
"49ers, as the 


The bank was 
founded in 1864, 
at a time when 
many gold and 
silver mining 
areas were at 
their peaks, and 
shortly after, a branch was opened in 
Virginia City, Nevada, site of the fa- 
mous Comstock Lode. 

A sailor and a Mohawk Indian seated 
on either side of a broad shield on which 
is depicted a windmill are the principal 
elements in the seal of The National 
City Bank of New York. Between the 
arms of the windmill, above and below, 
are beavers, and at right and left, bar- 
rels of flour. A 
ship under full sail 
makes its way over 
the waves behind 
the sailor’s shoul- 
der. The Indian 
sitting on a pile of 
pelts signifies the 
trading activities 
of early New York. 

The National 
City seal is based 
upon the seal of 
the city of New York which contains 
many of the same elements, different- 
ly arranged. The beavers date back 
to the time of Dutch possession of 
New Amsterdam and help preserve the 
major characteristics of the coat of arms 
granted to New Netherlands by the 
States General of Holland. The wind- 
mill and the flour barrels were added 
to the New York City shield in 1686 to 
typify the prevailing commerce and in- 
dustry of that period. The bank’s orig- 
inal seal was designed by William Irving, 
brother of Washington Irving. 

A sailing ship played an important 
part in the life of the city of San Fran- 
cisco and in the history of the Bank of 
America. The ship was the U. S. S. 
Portsmouth, a sloop-of-war, which sailed 
into San Francisco Bay in 1847 and 
landed a detach- 
ment of Marines. 
When Bank of 
America built its 
first head office in 
1908 it selected 








where the Ports- 
mouth first 
docked which had 
been filled in dur- 
ing the intervening years. 





The San 
Francisco artist who designed the bank’s 
seal naturally included the Portsmouth. 
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Banking Futures 


“In no other business except banking 
have so many thousands of officers and 
executives come up through the ranks 
directly from high school,” states a new 
booklet recently published by the Amer- 
ican Bankers Association to explain to- 
day’s opportunities for banking careers 





to the nation’s high school students. The 
booklet, “Opportunities in Banking,” 
which was prepared jointly by the 
A.B.A.’s Public Relations Council and 
Customer and Personnel Relations De- 
partment, is designed for distribution 
by individual banks to schools in their 
communities. Banks distributing the 
booklet may have it imprinted with 
their name. 

Designed to tell students who are con- 
sidering work in banking what they can 
expect in the business, this well-illus- 
trated, 15-page booklet answers such 
questions as: (1) How does banking 
serve the country and the people? 
(2) What qualifications should I have? 
(3) What are the usual beginning jobs in 
banking? (4) What are my chances for 
advancement? (5) What opportunities 
for banking education and training are 
available? In addition, the booklet ex- 
plains the differences in the operation of 


OPPORTUNITIES 








To attract new employees 


a small bank and a large one, gives aver- 
age salaries and expected benefits for 
beginning workers, and explains the 
promotion system which most banks use. 
Copies of the new booklet are being 
mailed to all A.B.A. member banks. 


Strange Company 


A precedent was set in Miami, Florida, 
when the First National Bank of that 
city decided that it would be fitting for 
the bank to maintain an exhibit booth 
at the local manufacturers’ exposition. 
The steering committee of the exposi- 
tion pointed out to the bank that eligi- 
bility rules limited the show to manu- 
facturers only. The bank argued that 
credit was definitely a part of the manu- 
facturing picture and that a bank exhibit 
on this subject would be in complete 
harmony with the rest of the show. The 
committee reconsidered and the bank’s 
application for floorspace was approved. 
The rules were changed to admit other 
service organizations as well. 
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"Aa KE “BANK CREDIT PERIOD” 
iv, = 1S THE INTERVAL BETWEEN PAYING FOR 
| MATERIALS AND COLLECTING RECEIVABLES 
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Bank exhibit emphasizes credit’s role in manufacturing 


The chief feature of the bank exhibit 
was an illustrated diagram, tracing the 
manufacturing process from material 
supplier to finished product. Centered in 
the diagram was the “bank credit 
period,” or the interval between paying 
for materials and collecting receivables. 
Six photographs of manufacturing scenes 
in Miami plants and six photographs of 
locally manufactured products were used 
to illustrate the diagram. Other charts 
in the exhibit traced the growth of 
manufacturing activity in Miami and the 


volume of. credit extended to industry 
by the First National. 
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Items of Interest 


The 59th annual convention of the 
United States Savings and Loan League 
will be held next November 9-13 at 
Miami Beach, Florida. This year con- 
vention delegates from the 3,800 savings 
and loan association that belong to the 


League will have a choice among four 
convention tours—one to South Amer- 
ica, two to Havana, and another to the 
West Indies. 


e 


The National City Bank of New York 
has given an “across the board’”’ wage 
increase to all employees and staff mem- 
bers in accordance with Wage Stabiliza- 
tion Regulation 6. 


e 


Similarly, the Chase National Bank of 
New York has announced a general wage 
increase of 7% per cent. Added to the 
2% per cent general increase in Janu- 
ary, this amounts to a 10 per cent in- 
crease for Chase employes, the maximum 
permissible under present regulations. 


e 


The Dime Savings Bank of Brooklyn 
has decided to compound interest four 
times a year, instead of twice, in order 
to give depositors a greater return on 
their savings. The bank is currently 
paying 2 per cent on deposits. 


¢ 


The recent declaration of a 50¢ divi- 
dend by The Canal National Bank of 
Portland, Maine, stretches the bank’s 
dividend record to 125 consecutive years. 





Satisfied bankers everywhere say... 


“LOBBY CONGESTION IS JUST A MEMORY NOW” 
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@ Improve your service 

@ Stop lobby congestion 
@ Cut your labor costs 

@ Reduce teller errors 

@ Build customer goodwill 
@ Attract new customers 


Name 


They are bankers who have installed the Fas-Cash System 
—the new modern way to cash checks two to three times faster. 


Even on busiest paydays, the Fas-Cash System can keep 
your customer lines short. A teller who can cash 100 checks 
an hour the old-fashioned way will be able to cash as many 
as 400 checks an hour the Fas-Cash way. 


As you well know, few things irritate customers more than 
waiting in line. Few things can cost you more goodwill. So, 
why not do as other leading banks are doing? Install the low- 
cost Fas-Cash System—now! 






For free information, send coupon below. 


FAS-CASH SYSTEM, INC. 
1156 National Bank Bldg., Detroit 26, Michigan 


Please rush details and free folder 
on your Fas-Cash System. 





Bank 





Address 





City 


State 
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THE NATIONAL CITY BANK 


OF NEW YORK 


Head Office * 55 WALL STREET + New York 


67 Branches in Greater New York 


53 Branches Overseas 





Statement of Condition as of March 31, 1951 




















ASSETS 
Cash, Gold and Due from Banks......... $1,542,787,227 
United: States Government Obligations. ...... 1,466,370,819 
Obligations of Other Federal Agencies..... as 49,594,967 
State and Municipal Securities............. 460,337,161 
Other Securities. A Re ee ee eee ee 123,818,593 
Loans and Discounts. we gvalcte wee we 1,870,015,906 
Real Estate Loans and Securities. eC Ce ee 9,282,856 
Customers’ Liability for Acceptances. . 32,295,578 
Stock in Federal Reserve Bank. ren 7,800,000 
Ownership of International Banking Corpora- 
tion. i 5 hee dolkw itech le Wet Ban ee as ae 7,000,000 
Bank Premises. cae asd bee wet be sue owe eee 26,859,673 
Ne ors oid ola ec eee SU ee wae 3,944,166 
ee ae 
LIABILITIES 
Deposits. . rere ~§— FF 
Liability on | Acceptances and Bills. $51,707 405 
Less: Own Acceptances in Port- 
aaa aes aes a, ee 34,479,105 
Due to Foreign Central ‘Saute ny rr 9,073,500 
(In Foreign Currencies) 
Items in Transit with Branches.............. 20,626,042 
Reserves for: 
Unearned Discount and Other Unearned 
Income. 11,685,411 
Interest, Taxes, ‘Other Accrued d Expenses, etc. 33,974,466 
Dividend. xa ale ee 3,100,000 
Capital. . A ant "-$124,000,000 
(6,200, 000 Shares—$20 Par) 
Surplus. . savceesnces Lee 
Undivided Profits. 59,485,783 319,485,783 
rer 








Figures of Overseas Branches are as of March 25, 1951. 


$467,688,744 of United States Government Obligations and $9,446,400 of 
other assets are deposited to secure $407,110,351 of Public and Trust Deposits 
and for other purposes required or permitted by law. 


(Member Federal Deposit Insurance Corporation) 





Affiliate of The National City Bank of New York for separate 
administration of trust functions 


CITY BANK FARMERS TRUST COMPANY 
Head Office: 22 William Street, New York 
Capital Funds $30,707,166 





DIRECTORS 


WM. GAGE BRADY, JR. 
Chairman of the Board 


W. RANDOLPH BURGESS 
Chairman of the Executive 
Committee 
HOWARD C. SHEPERD 
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President Wooten, left, with W. B. Landress, vice-president in charge of operations 


The bank has broadened its services, organized new business drives, won friends 


HISTORY-MAKING EXPANSION PROGRAM 
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AAS SELLING 


The writer believes that an alert. aggressive bank 
is best for the community, stockholders, and staff 


HIRTY-TWO years in banking 
have impressed upon me one out- 
standing fact. Banking is selling. 
A bank needs to be alert and aggres- 
ive in selling itself and its services 
f it is to do the greatest good for its 
‘community, open up maximum oppor- 
nities for its personnel, and con- 
stently earn the highest reasonable 
turns for its shareholders. Such 
selling can, of course, be effective and 
iasting in its results only if the bank 
‘ready measures up to a high stand- 
d of excellence in all important 
.ctors. 
During 1950 several of us were 
‘ivileged to become members of the 
ficial family of a bank which. by any 
s'andard of judgment is easy to sell. 


— Th -— O meh 
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By 
BEN H. WOOTEN 


President, First National Bank in Dallas, 
Dallas, Texas 


Its performance throughout the 74 
years before we new officers came had 
earned it a remarkable place in the 
esteem of the entire Southwest. This 
high position was richly deserved by 
reason of the bank’s honest, efficient 
service during this long period under 
leadership of flawless integrity. 

This was a great bank long before 
we newcomers were taken into it, and 
all credit for this greatness belongs 
not to us but to our predecessors, even 
though we possibly have been given 


credit not only for a few good things 
we have done but also for a lot of 
major progress we could hardly have 
prevented. 

The year 1950 saw our bank set new 
records in deposits, in loans, in num- 
ber of accounts, in earnings, and in 
several other phases of its operation. 
These gains were in large measure the 
consequence of the growth of the area, 
and of a series of breaks so lucky that 
we admit we found a horseshoe in our 
pocket almost every morning of the 
year. My purpose in this article is to 
report some of the things we have 
done during the past year which have 
seemed effective in adding to the First 
National’s vigor, growth, and useful- 
ness. It is my hope they may prove 
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helpful to other banks 
comparable problems. 

We have not been afraid to launch 
selling programs that we believed 
would produce good business and build 
the kind of public opinion we wanted, 
even though such programs had not 
been tried by banks in many sections 
of the country. This course was not 
undertaken lightly, and we have no 
reason to regret it. The conservative 
principles upon which our bank had 
always been conducted had brought it 
an enviable list of blue chip customers. 
sut it appeared that our job was once 
again to inform the smaller folks in 
our area that this was their bank, too. 

An excellent opportunity to do this 
came along shortly. In Dallas, profes- 
sional baseball gets support as a civic 
activity. So the ball club president 
naturally called to tell me about his 
plans and ambition to set a new 
world’s record for minor league at- 
tendance on opening day. He had 
rented the Cotton Bowl, our king’s- 
size stadium, for the opening game, 
and had arranged for some excellent 
added features to help draw the 
crowds. His recital set me to thinking 
about possible ways in which our bank 
could use this event as a public rela- 
tions project, and led me to ask, “What 
would 15,000 more admissions do for 
you?” 

“You said 15,000?” came the star- 
tled answer. 

“Do you want 15,000 more admis- 
sions badly enough to sell me the tick- 
ets for all the eighth grade and high 
school kids in town at a special price?” 
I inquired. “And please keep in mind 
that children are often chaperoned by 
adults.” 

Those tickets, imprinted ‘‘Compli- 


which face 


ments of First National Bank in 
Dallas,” went out to youngsters 
through every grade school, high 


school, parochial school, private school, 
and orphanage we could find in and 











Part of expansion program: A motor bank under construction 


around Dallas. Our bank paid for 
17,632 tickets taken up at the gates 
for the opening ball game. For weeks 
we got newspaper publicity. I had tele- 
phone calls from several boys below 
our age minimum who wanted to go, 
and I let everyone of them talk me into 
it. Over 2,000 letters came in express- 
ing thanks, most of them from girls. 

This one activity reminded everyone 
in Dallas that we are a folksy, friendly 
bank. It produced almost-perfect pub- 
licity for helping to achieve our par- 
ticular objective. It was one of these 
times when we found a horseshoe in 
our pocket. 

We also felt the need of a catchy 
slogan that would quickly and con- 
vincingly get over the point that we 
are eager for everyone to give us an 
opportunity to be of service regard- 
less of the size of his pocketbook. We 
hit upon, “Give Us an Opportunity to 
Say Yes,” and its reiteration from all 


sides has convinced a great many peo- 
ple that we mean just exactly that. 

We organized our entire bank per- 
sonnel into a lively new business cam- 
paign. Ten teams, headed by senior 
officers and including all officers and 
directors but with only employees be- 
low official rank eligible for prizes, 
fought it out for 16 weeks to win val- 
uable merchandise awards. There was 
an elaborate point system, with each 
point giving the employee a chance at 
a list of $1,500 worth of prizes, which 
by the end of the contest and the an- 
nual picnic in July had risen to a total 
value of close to $8,000. 

There never was harder work in a 
prize contest. Names of prospects were 
handed out on cards to everybody, and 
team captains followed up closely to 
make sure that every team member 
missed no opportunity. Every director 
accepted his assignment, and all stock- 
holders were urged to get to work 


This enlarged business development department typifies the bank’s manpower expansion 
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One of the activities that has mushroomed recently is the installment loan department 


actively. Employees’ children ap- 
proached their Sunday School teachers 
and even janitors brought in accounts. 
Our goal was $10,000,000 in new de- 
posits, but the final result was $20,- 
850,000. Even the more skeptical now 
admit the program was a big success, 
in that six months after the campaign 
closed a quick, partial run-up showed 
more than $12,000,000 of deposits still 
on our books in accounts opened dur- 
ing the contest. 

One important point about our new 
business drive was this. Among those 
of our people who were in a position to 
work on other banks for deposits, we 
placed particular emphasis upon ob- 
taining new correspondent bank ac- 
counts. The selling in this division was 
sharply different from much of the 
new account solicitation technique that 
seems to be followed. We cautioned our 
people against talking about how many 
correspondent banks we already had 
and about our totals of correspondent 


deposits in comparison with other 
banks, even though we show up favor- 
ably when such figures are examined. 
Rather we urged our people to ap- 
proach other institutions from the 
positive direction of: “No bank can 
excel us in the quality of our corre- 
spondent bank service, because our 
entire purpose is to fit our operations 
into the needs and wants of the cus- 
tomer.”’ When the year was over, we 
had gained 58 new correspondent ac- 
counts, a new record for a single year 
in our correspondent division. 

The most valuable result of the cam- 
paign, however, was the awakening of 
our entire organization to an aware- 
ness of new business. Our people are 
keenly alert to the fact that going 
after business consistently will pro- 
duce new customers. 

Our bank’s seventy-fifth anniver- 
sary came in 1950, and we used this as 
a peg on which to hang three big good- 
will efforts. In April we gave a Bank 


Some positive results of the program in terms of growth 








| 1. Deposits expanded from $332,572,- 


764.46 to $440,040,754.63. 


2. A new high mark was achieved in 
the number of customer accounts. 


3. Loans increased from $136,057,- 
855.69 to $179,981,431.40. 


4. Capital structure was boosted from 
$21,285,773.14 to $27,544,347.96. 





Expansion Records Set in 1950 


7. New records were set in the number 
of trust accounts held, and their 
asset valuation. 


8. With greater business volume came 
a hike in employed personnel, from 
380 to a new high level of 453 staif 
members. 


9. The average number of transit items 
handled daily rose to 124,768, with 
more than $10 billion in checks 
being processed during the year. 


10. There was a vastly greater number 
of custodian accounts whose aggre- 
gate valuation set a new record. 














| §. The number of stockholders ad- 
| vanced to a record 2,557. 

| 

6. An all-time earnings mark of 
| $2,605,509.51 was achieved reflect- 
| ing enlarged services. 

i 
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Correspondent’s Party, to which came 
almost 500 bankers from throughout 
the Southwest who do business with 
us. On our actual seventy-fifth birth- 
day in October we invited our 2,557 
stockholders to a tea-party, divided 
alphabetically into three one-hour re- 
ceptions for lack of a place big enough 
to serve them all at once. A total of 
1,356 attended, including two elderly 
ladies on crutches. In November, be- 
cause we are an outstandingly big oil 
bank, we gave an Oil Men’s Party that 
brought together more than 800 of the 
most important men in that industry. 
To add color to the occasion, we bor- 
rowed an 8-foot scale model of an oil 
derrick and set it up in the middle of 
a beautifully decorated room, where 
its rotary rig was seen in action. 

In order that our bank could better 
serve its growing clientele, we deemed 
it necessary to increase our capital 
structure in the amount of $6 million, 
which raised the amount we can le- 
gally lend to any one borrower from 
$1,500,000 to $2,400,000. This was ac- 
complished by the sale of 150,000 
shares, which offering was oversub- 
scribed by 15,000 shares. Our bank 
gained 507 new stockholders through 
their purchase of shares at that time. 

We continue to reach out in every 
practical way to present our institu- 
tion to the people of our community as 
a helpful bank to which they should 
naturally turn. One of our most suc- 
cessful ventures in this direction is a 
local television show every Sunday at 
6 p.m., called “Opportunity Knocks.” 
This is essentially a job-getting serv- 
ice for individuals and a help-wanted 
service for employers. It is set up with 
a panel consisting of the head of the 
management engineering department 
of Southern Methodist University, the 

See BANKING IS SELLING—Page 70 
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Up-to-the-minute views on today’s problems 
in bank-employee relations 


llighlights tro 


m the 


AD.A. MANPOWER COMERENGE 


ANKING is facing a whole new ar- 

B ray of problems in matters of per- 

sonnel. These problems are already 

of immediate concern to many banks and 

it is recognized that they will be intensi- 

fied as the defense program moves for- 
ward. 

To assist banks in meeting these prob- 
lems was the purpose of the Bank Man- 
power Conference held April 26 and 27 
in Chicago by the American Bankers 
Association. The conference brought to- 
gether a group of spokesmen represent- 
ing the viewpoints of the government, 
the A. B. A., and the banks themselves. 
It included bank management consult- 
ants and a labor editor. 

The meeting was held under the able 
direction of William Powers, Deputy 
Manager and Director of Customer and 
Personnel Relations of the A. B. A. 
Presiding at the sessions were A. B. A. 
Vice-President C. Francis Cocke, presi- 
dent, First National Exchange Bank, 
Roanoke, Virginia; Chester R. Davis, 
senior vice-president, Chicago Title and 
Trust Company, Chicago, Illinois; and 
William B. Hall, vice-president, The De- 
troit Bank, Detroit, Michigan. 

Procedures followed in the Chicago 
conference, said Mr. Powers, will serve 
as a pattern for a series of regional con- 
ferences to be held later in the year in 
various parts of the country where man- 
power conditions become particularly 
acute. In these area conferences Mr. 


By 
HENRY J. BOONE 


Editor, Burroughs Clearing House 


Powers feels that the discussion of com- 
mon problems and the joint effort on the 
part of the bank personnel directors will 
prove to be of material aid in assuring 
the continuance of banking’s contribu- 
tion to the national defense. 


Military Manpower 


With a quota of 40,000 men a month, 
said Colonel George A. Irvin, Chief, 
Field Division, National Headquarters, 
Selective Service System, Washington, 
D. C., the Armed Services are approach- 
ing their current target of 3,500,000 
men. Pointing out that quotas could 
change quickly as the result of world 
developments, he stated that the current 
objective would be reached by July. “We 
are dancing to a tune that is played in 
foreign lands,” he said. 

In his address, Colonel Irvin also dis- 
cussed the operation of the selective 
service system. He spoke particularly of 
the importance of the local boards in the 
draft set-up, noting that the local board 
is the only agency of the draft ‘‘with 
the power actually to classify.” It is only 
the local board, he said, that is able to 
take local circumstances into considera- 
tion in fulfilling its quota requirements. 


Civilian Manpower 


Recent studies indicate that all pre- 
vious employment records will be broken 
this summer and fall and that these rec- 
ords again will be exceeded during 1952, 
stated Robert C. Goodwin, executive di- 
rector, Defense Manpower Administra- 
tion, Department of Labor, Washington, 
D. C. This will be due to the employ- 
ment expansion required to meet the 
dual objectives of big defense produc- 
tion goals and a high level of civilian 
production. By next year, he said, as de- 
fense industries hit their peak, total em- 
ployment is expected to exceed 63,000,- 
000. 


The country’s labor force, largest in 
history for this time of year, he report- 
ed, will not be large enough to satisfy 
growing manpower demands. The normal 
annual increase in the labor force is 
roughly about 1,000,000 a year. This 
rate is not large enough, he said, and it 
may be necessary to double it. It can 
be done, he pointed out, through the re- 
cruitment of women, older workers and 
minority groups. 

There are a number of things each 
employer can do, Mr. Goodwin said, to 
obtain the maximum utilization of his 
work force. The employer can make the 
maximum use of the skills of manpower 
he already employs, including the sys- 
tematic upgrading of workers to higher 
skill levels and the modification of his 


Government officials covered military and civilian needs, wage stabilization 
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job specifications to eliminate under- 
utilization of persons who possess need- 
ed skills. 


Wage Stabilization 


The wage stabilization program now 
has a new, eighteen-member board and 
looks forward “to some very intensive 
weeks of action,’”’ said Harry Weiss, act- 
ing executive officer, Wage Stabilization 
Board, Economic Stabilization Agency, 
Washington, D. C. 

For the past two months, the staff has 
been operating without a functioning 
board and has confined itself chiefly to 
interpreting the ten regulations already 
on the books. Discussing these regula- 
tions, Mr. Weiss stated that next to the 
general increase formula probably the 
most important regulation is number 5, 
providing for changes in rates due to 
merit or length of service, promotions 
and transfers, change of jobs, etc. 

Though a number of “‘bugs’’ have de- 
veloped in regulation 5 and a revised 
regulation will be recommended, the 
basic theory has been to continue merit 
and length of service increases in ac- 
cordance with existing plans and, where 
formal plans do not exist, in accordance 
with existing practices prior to the 
freeze date. 


Conference delegates heard many warnings that a tighter labor market looms 


Essentiality of Banking 


Banking has not asked for special mil- 
itary deferment consideration in the 
present emergency, said Evans Woollen, 
Jr., past president of the A. B. A. and 
chairman of the board of Fletcher Trust 
Company, Indianapolis, Indiana. Bank- 
ing does maintain however, he said, that 
it is rendering an essential service. 

The Department of Commerce issued 
a list of essential activities on August 
3, 1950, Mr. Woollen said, to be used in 
connection with the deferment of mem- 
bers of the reserves and of the National 
Guard. Included on this list were bank- 
ing institutions. Since the list included 
almost every other type of business en- 
terprise, it soon became apparent that a 
more limited list would have to be de- 
veloped. 

The task of preparing a draft of a 
revised list was assigned to the Depart- 
ment of Commerce Committee of Essen- 
tial Activities, he said. At the same time, 
the Department of Labor Committee on 
Critical Occupations undertook a revi- 
sion of the list of critical occupations. 

Throughout, representatives of the A. 
B. A. have been in frequent contact with 
these departments, Mr. Woollen stated. 

On April 7, the Department of Com- 
merce issued the revised list of essential 


Covered broad aspects of labor-management problems 
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activities to be used for the single pur- 
pose of establishing a guide for the mili- 
tary services in considering delays on 
reservist calls. This list, which did not 
include banking, has been accepted by 
the selective service authorities ‘for in- 
formation only” of the local boards who 
are considering deferments of certain 
draftees. 

The list is designated as a single pur- 
pose list. If and when a multi-purpose 
list is issued the A. B. A. will present to 
the proper government agencies a case 
designed to establish banking as an es- 
sential activity entitled to special con- 
sideration in civilian manpower alloca- 
tion programs, Mr. Woollen reported. 


The Labor Front 


It was the considered opinion of Mer- 
lyn S. Pitzele, labor editor, Business 
Week, and chairman, New York State 
Board of Mediation, that the threat to 
the peace would grow more acute, rather 
than less. 

The labor situation today has certain 
parallels to 1940 and 1941 in terms of 
the policy questions raised, said Mr. 
Pitzele, but with significant differences. 
In 1940 and 1941, he recalled, unem- 
ployment was running at a rate of better 
than 8 million. Today, the country does 
not have that reserve, he said, and to 
make the shifts which mobilization de- 
mands it will be necessary to introduce 
into the manpower market directions 
backed by authority and coercion that 
we never came to last time. To say toa 
man working in Plant A that he must 
apply for a job in Plant B flouts a deep- 
seated American tradition. Distasteful 
as the prospect may be, he said, the in- 
creasing possibility of war will inevitably 
lead to something approaching that. 

Another area of labor relations in 
which policies must be made is on the 
question of strikes. As the international 
situation deteriorates, said Mr. Pitzele, 
we will come face to face with the ne- 
cessity of revising another American 
tradition—namely, that workers are free 
to strike when they feel like striking. 

The third difference now from last 
time is wages, he said. The basic ques- 
tions are familiar. Should wages be al- 
lowed to go up 10 per cent, or more? 
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Should the escalator clauses, keyed to 
the cost of living index, and the auto- 
matic clauses in contracts assuming in- 
creased productivity be allowed to oper- 
ate freely? Should the 10 per cent 
include fringe gains to workers? What 
should be the base date from which this 
10 per cent, or whatever per cent it is, 
is calculated? 


Personnel Recruitment 


Nothing can be gained by a defeatist 
attitude over the fact that banking has 
lost some of its appeal as a career. In- 
stead, bank positions must be placed on 
a competitive basis with other types of 
employment, and then young people 
must be aggressively told about the ad- 
vantages offered. 

The advice to “do something” about 
the problem besides hand-wringing was 
advanced in an address prepared by 
Robert Lindquist, vice-president, La 
Salle National Bank, Chicago. He was 
unable to appear due to an auto acci- 
dent, and his talk was delivered by Mac- 
Henry Schafer, second vice-president, 
The Northern Trust Company, Chicago. 

While advocating more intensive cul- 
tivation of high school graduates as the 
primary source of new employees, Mr. 
Lindquist contended that even a better 
job in the schools will not solve the re- 
cruiting problem ahead. He suggested 
hiring former staff members, especially 
married women; teachers for part-time 
or summer employment; pensioners who 
can be placed in less demanding jobs; 
college graduates, particularly girls with- 
out definite career patterns; and the 
physically handicapped, notably among 
the veterans. 

Banks can obtain some extremely 
helpful recruiting material from the 
A.B.A., Mr. Lindquist pointed out. One 
is the new booklet, “Opportunities in 
Banking,” which can be distributed in 
bulk to high school seniors. A supple- 
mentary motion picture emphasizing the 
attractiveness of bank employment will 
be available soon. It was also recom- 
mended that schools be supplied with 
two educational films, “Pay to the Or- 
der of’? and “How Banks Serve.” A 
speaking kit and specimen speeches can 
be obtained for addressing schools. 


Screening Job Applicants 


Tests and other methods for improv- 
ing a bank’s “batting average’’ in select- 
ing employees were outlined by Dr. 
George K. Bennett, president, The Psy- 
chological Corporation, New York City. 

Tests were called better indicators of 
skill and ability to learn than the judg- 
ment of even the most expert interview- 
ers, or the references of teachers and 
previous employers. In this connection, 
Dr. Bennett cited the A.B.A.’s coopera- 
tive research program by which a num- 
ber of participating banks are seeking 
to develop standardized tests of maxi- 
mum effectiveness especially applicable 
to banking. 

Tests useful with beginning employees 
were said to include the work-sample 
type which measures a specific skill; ap- 
titude tests to indicate word knowledge, 
speed and accuracy in number work, or 
simple clerical ability; and tests of spell- 
ing and grammar. 

Even without tests, there are many 
things a bank can do to improve the 
caliber of the people it hires, Dr. Ben- 
net added. One is to study the applica- 
tion blank to see if it develops the most 
useful information. Another is a more 
thorough reference check, by telephone 
rather than by letter, and by contacting 
teachers or former employers rather 
than physicians, clergymen or friends of 
the family. 

Also, Dr. Bennett believes that a great 
deal can be done to improve the selec- 
tive value of the interview, especially 
in determining personality characteris- 
tics. Such information, he said, comes 
primarily as the result of getting the 
candidate to talk freely about his experi- 
ence in previous jobs, at school, and in 
his free time. 


Training Staff Members 


The estimated cost of training an an- 
ticipated 100,000 new employees by 
banking generally during the next 12 
months was placed by Arthur S. Greiner, 
assistant cashier, National Bank of De- 
troit, at $500 each or $50,000,000. Thus 
from a money-saving standpoint alone 
better training is well worth manage- 
ment attention and support. 

Mr. Greiner cited three training ob- 


jectives as: 1. Proper orientation or in- 
duction of the new employee. This in- 
volves supplying him with information 
about the bank and where his job fits 
into the picture, and giving him a feel- 
ing of belonging. 2. Training him to 
perform his job skillfully. 3. Developing 
the right attitudes. 

As a fourth major aim of training, 
Mr. Greiner placed special emphasis on 
the development of good supervisory 
personnel as the most important link in 
the chain. “It is he, working through 
his people, who produces the quality and 
volume of services about which we are 
so concerned,” Mr. Greiner declared. 
“His selection and training must not be 
left to chance.” As aids in supervisory 
training, the following were suggested: 
conference discussions, directed reading, 
memberships in supervisory organiza- 
tions, and the course on “Supervisory 
Management” now being offered in some 
of the American Institute of Banking 
chapters. 

Staff training, in Mr. Greiner’s opin- 
ion, should be under the direction of a 
training coordinator. 

A necessary first step, Mr. Greiner 
added, is to set up a training plan with 
a definite goal. This involves deciding 
what to cover, what basic skills to teach, 
and what the time schedule should be. 
Such plans, he added, cannot be found 
ready-made but involve study, consulta- 
tion, and salesmanship to put across. 


Competitive Salaries 


If banks are to remain competitive in 
the manpower market they must meet 
the salaries and working conditions of- 
fered by all types of industry and not 
just those offered by other banks,” main- 
tained John Patterson Currie, manage- 
ment consultant. He contended that this 
was now true because advances in em- 
ployee relations throughout business and 
industry have all but eliminated many 
of the traditional advantages of bank 
employees. 

Most banks, he added, when asked 
about their wage policy answer that they 
pay the “‘going rate.’’ However, Mr. Cur- 
rie declared that very often management 
simply does not know what the going 
rates are in the over-all area of their 
competition. 


They considered current problems in bank recruitment, screening and training 
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Presiding officers at the bank manpower conference 


According to Mr. Currie, to assure 
comparable rates for comparable work 
the job content must be clearly defined 
to permit valid comparison, the area of 
comparison must be broadened to in- 
clude non-banking employees having 
similar work classifications, survey com- 
parisons should be obtained through per- 
sonal visits whenever possible, and such 
survey information should be kept alive 
by re-checking at least once a year. 

While acknowledging that the wage 
stabilization program limits _ salary 
changes where a bank finds it is ‘out of 
line,” Mr. Currie added that “‘it is just 
common sense and good business to take 
sound stock of one’s position, to deter- 
mine the facts as they are and plan now 
for any corrective action indicated as 
soon as permissible. 


City Bank Adjustments 


One of the most important tools of per- 
sonnel administration in meeting the 
manpower problem that lies ahead is an 
approved job evaluation, merit rating 
and wage administration program, ac- 
cording to Leslie K. Curry, vice-presi- 
dent and comptroller, Mercantile-Com- 


merce Bank and Trust Company, St. 
Louis. 

“Those banks that for one reason or 
another do not have complete plans 
should bend every effort in that direc- 
tion,” Mr. Curry declared. 

In discussing city bank recruiting ad- 
justments, Mr. Curry said one ray of 
hope is that there are better than 700,000 
more young people in the 14-19 age group 
than before World War II, and he 
stressed that this group could be heavily 
relied upon for routine detail jobs. He 
also emphasized the need for banks to 
continue to employ draft-eligible young 
men. “If this is not done, how can bank- 
ing hope to have a sufficient supply of re- 
turning veterans,” he asked, “and if we 
do not have them, how are we to develop 
future administrative and executive per- 
sonnel?” 

Banks should also direct sharp and 
critcal attention to their operations, as 
one means of practicing personnel econ- 
omy, Mr. Curry pointed out. 

As an aid in tightening work efficiency, 
Mr. Curry recommended close study of 
the new booklet, “Aids and Suggestions 
for Improving Bank Operations,” just 


released by the A.B.A. Bank Manage- 
ment Commission. 


Country Bank Adjustments 


While the situations vary more widely 
than in the larger banks, the 7,500 coun- 
try banks are having their manpower 
problems too, according to W. M. Willy, 
president, Security Bank and Trust Com- 
pany, Madison, South Dakota. Based on 
the experience of his own institution, he 
believes that the smaller banks can do 
much to alleviate such difficulties by im- 
proved recruiting; training, and salary 
administration programs geared to their 
undepartmentalized operations. 

In hiring high school girl graduates, 
who compromise over 90 per cent of the 
staff additions at Security Bank, an 
agreement is reached with them stipulat- 
ing a two-year period of service. Constant 
contact with the schools has resulted in 
a waiting list of such girls. 

Trainees are told that they will be 
taught a wide variety of bank duties if 
they are willing to learn, that they will 
not have just one job but will be masters 
of many jobs, and will be moved about 
as the occasions require. All new em- 
ployees start in the filing, sorting, and 
photographing section. While the bulk of 
the instruction is “on-the-job training,” 
the bank also conducts courses as pro- 
vided in the A.I.B. handbooks for book- 
keepers and tellers, shows A.B.A. movies, 
conducts its own course in stenography, 
and makes use of conference and train- 
ing schools such as the Federal Reserve 
employee conferences and the South Da- 
kota Bankers Association junior officers’ 
training school. Written instructions are 
given to all employees on major phases 
of operations and policies. 

Mr. Willy’s institution is one of the 600 
country banks that have already adopted 
the A.B.A. bank salary administration 
program. He declared that it should not 
take over a week to study and apply the 
program outlined in the A.B.A. manual, 
“How to Set Up a Salary Program in the 
Smaller Bank,” but he added that it pays 
tremendous dividends in employee and 
employer satisfactions. 

Fringe benefits can also be helpful in 
stabilizing country bank employment, 
Mr. Willy maintained. 


Topics included competitive salaries, personnel adjustments for city and country banks 
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Utilizing hectograph, duplicating machine and 
microfilming techniques, this bank has 
greatly reduced bond issuing costs 


Nervicing I 
PAYROLL SAVE 


AY is Defense Bond Month in 
America. Secretary of the 
Treasury Snyder announces that 
renewed effort is to be put into the sale 
of Defense Bonds starting May 1, 
1951, to increase the scope of the Pay- 
roll Savings Plan for accumulating 
Defense Bonds and make the plan 
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By LEO G. TROCKE 


Assistant Vice-President, National Bank of Detroit, Detroit 32, Michigan 


available to new millions of workers in 
stores and offices as well as industrial 
plants. 

While announcing these objectives, 
the Treasury reported a sharp upturn 
in bond purchases in the last quarter 
of 1950 with the comment that the 
trend continues into 1951. Those are 
encouraging signs and the Treasury 
says 54 per cent of all Series “E” 


Participating concerns prepare mas- 

ter lists of bond purchases on form 

shown at left, using hectograph 

ribbon or carbons. A covering let- 

ter, exemplified below, summarizes 

order and specifies how bonds are 
to be delivered 





Mationsi Bank of Detrot 
P. O. Bom ilé, “Roosevelt Park Annex 
Detroft 32, Michigan 
DATS April 12, 1951 
Attention: U. S. Savinys Bond Departament 


Gentlemen: 


losed is our check @ 839 for $20,962.50 
payment for the follevi ing U. 3, Savings Bond, Series =: 








Dencalnation 
Maturity Value) 


Tssue Price 
(Each Bond} 


























Total Amount 


of Bonds of Purchese $ 20,962.50 








Attached are master sheets numbered fron 8719 to 8875 incl., order ¢__1200 
Delivery Instruct fons: 
Mail direct to our company to the attention of 
TK Mail to the respective purchasers {Payees 
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Pay Ending 4-7-5. 
Blank Manufacturing Company 








660 Woodward Avenue, 





Detroit 26, Michigan 





John Doe 
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Please do not write below this line 


Bulk Fick Up 


Received from Nations] Bank of 
Detroit the above described 
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Bonis Audited: By . Date 4-13-52 








Name of Company 
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Bonds purchased in the last ten years 
are still retained by the purchasers. 
The program then is helping millions 
toward security while making them 
shareholders in a very real way in 
their country 

When bond selling started ten years 
ago—National Bank of Detroit re- 
ceived its authorization to issue bonds 
May 1, 1941—we then issued about 
100 bonds a day to over-the-counter 
customers. At that stage of the pro- 
gram a unit within our Securities De- 
partment assumed responsibility for 
and supervised bond issuing. 

Soon after that came Pearl Harbor. 
Requests for bonds jumped immediate- 
ly to over 1,000 a day; at the time we 
did not know what problems the future 
would bring. We decided, however, 





A big cost factor: duplicating} 
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Memo 


Soom the desk of 
W. S. McLUCAS 





Iam convinced that every 
individual, every family, can best provide for 
the future by saving a part of income, in per- 
iods of inflation and deflation alike. I am fur- 


ther convinced that United States Savings Bonds 


have a place in every savings program. 





WALTER S. McLUCAS, board chairman, National Bank of Detroit ... and his views on the purchase of Defense Bonds 


Some 300 firms now use the bank’s bond issuing service on payroll savings deductions 


that the bond activity was too great 
for the typewriter and rubber stamp 
operation and too great, also, to be 
serviced by a unit of any one depart- 
ment. 

It became clear that we needed the 
most improved machines and methods 
obtainable and that we had to estab- 
lish a separate department to assume 
this important responsibility and to 
turn out the work. 

In typical Detroit fashion we looked 
for an assembly line or high-speed 
mass production method of processing 
bonds, visiting other banks and com- 
panies known to have developed short- 
cuts in bond processing. Our next step 
was to call in the business machine 
manufacturers for their ideas and ad- 
vice. Their contributions paved the 


way for obtaining the operating re- 
sults, the high speed, and the low costs 
we sought. 

The department that we established 
was and is still called the U. S. Savings 
Bond Issuance Department. It immedi- 
ately attracted considerable attention 
from Detroit corporations who were 
then inaugurating the payroll deduc- 
tion plan for employees in their offices 
and plants. 

From their study of our new opera- 
tion, it became apparent that we could 
serve them in the issuance of bonds. 
Involved in their considerations were 
such matters as comparative costs, the 
responsibilities of an issuing agent, 
and the necessity for rapid issuance. 
Many corporations were naturally in- 
terested because of their desire to de- 


imprint six bonds in one operation from the hectograph lists 
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vote their entire energies to the pri- 
mary job of war production. 

The result was that several hundred 
companies decided to assign the work 
to us. We became sub-contractors in 
the issuance of savings bonds under 
the payroll savings plan. The service 
appealed to the full range of our busi- 
ness accounts, from General Motors 
Corporation with hundreds of thou- 
sands of employees to firms with a 
dozen or two employees. Some of the 
other well-known firms on our list are 
the Budd Company, Briggs Manufac- 
turing Company, Kelsey-Hayes Wheel 
Company, U. 8S. Rubber Company, 
Gemmer Manufacturing Company, and 
many more. 

At one time we had as many as 700 
local firms signed up for our bond 
issuing service. At present, approxi- 
mately 300 of our corporate accounts 
still maintain payroll deduction plans 
and we handle the issuing of the bonds 
for them. At the height of the war 
years we issued as many as 330,000 
individual bonds per month (a national 
record) with a maturing value of 
$15,800,000. At present, the rate of 
activity is about 75,000 bonds per 
month. It is noteworthy, in citing these 
figures, that the issuing of bonds 
reached a low point in the closing 
months of 1947, with an upward trend 
since late 1950. All told, we have to 
date issued on behalf of the Treasury 
12,000,000 bonds with a total maturity 
value of $600,000,000. 

Undoubtedly, the primary factor re- 
sponsible for attracting such a volume 
has been the fact that the bank has 
been able to turn out bonds at a per 
unit cost that could not be equalled by 
even the larger corporations in the 
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In 1949, the bank won a Treasury award for reaching the $500,000,000 mark in “E” Bond 

sales. Gathered left to right are: JAY W. SCHOCH and CHARLES W. BROWNELL, assist- 

ant cashiers; WALTER S. McLUCAS, chairman of the board; CHARLES T. FISHER, JR., 

president; NATE S. SHAPERO, director; FRED E. JONES, manager, Securities Depart- 
ment; LEO G. TROCKE, assistant vice-president 


In 10 years the bank has issued 12,000,000 “E” Bonds 


Detroit area. Today we completely 
‘process bonds at the following rates: 
five cents per bond for bulk deliveries 
and six and one-half cents per bond 
when the bonds are mailed by us to 
the homes of the individual owners. 

One of the major reasons why these 
low costs are possible is the use of 
duplicating machines which imprint 
six bonds in one operation from origi- 
nal hectograph lists furnished by our 
customers. This system guarantees 
correct reproduction of the owner’s 
name, address, etc., as submitted by 
the employee and as subsequently set 
up on addressing machine plates or 
other records. It also eliminates the 
necessity of rewriting, retyping or 
otherwise transcribing this basic in- 
formation by the bank. 

Two master forms are used by the 
participating company in connection 
with the hectograph process. One is a 
bond order form for $25 maturity 
value bonds; this is white in color and 
has $25 imprinted on it. The other 
form is for bonds of higher denomina- 
tions; it is pink in color for quick iden- 
tification. The pink form is the same 
as the white one except that the de- 
nomination is typed at the top of the 
form. A covering letter summarizes 
the entire order, and also specifies how 
the bonds are to be delivered. Com- 
plete instructions for ordering the 
bonds are provided the participating 
companies. 

Larger firms which have addressing 
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machine equipment prepare the bank’s 
master list of bond purchases with a 
hectograph fabric ribbon in the ma- 
chine. Smaller firms not having suffi- 
cient volume for addressing machine 
equipment are supplied with master 
hectograph sets for typewriter use; 
these sets are assembled in two sheets 
with a strip of one-time hectograph 
carbon between them. The top sheet is 
retained by the company and the sec- 
ond, with the hectograph impression, 
becomes the master sheet and is sent 
to the bank. It is from this sheet that 
inscriptions are transferred to bonds 
and duplicate records. 

True, the corporation must furnish 
a list, but somewhere along the line 
such a list, in one form or another, has 
to be prepared for the company’s own 
accounting records. Under our dupli- 
cating system, this list is obtained as 
a by-product of the original operation. 


AVING prepared its bond order 

form for the payroll period, the 
firm types up the covering letter and 
mails the letter, master forms, and the 
purchase check to the bank. The order 
is checked over thoroughly as _ to 
amounts of bonds and quality of im- 
pressions on the hectograph lists. All 
information must be clearly reproduci- 
ble. 

The check is cleared and the cover- 
ing letter and master sheets are then 
handed to the bond allotment clerk. He 
assigns a block number, which is re- 


corded on a columnar batch card show- 
ing the number of bonds ordered in 
each class. 

The bonds, master sheets, covering 
letter, and batch card proceed in a con- 
tainer to an imprinting machine. This 
machine, in one operation, imprints 
the month and year of issuance, the 
actual date of issuance, and the bank’s 
validating impression. The machine 
automatically counts the bonds; this 
count is checked with the requisition 
form, or batch, for correctness. 


OW we are at the heart of the bond 

processing system, the six-bonds- 
at-a-time gelatin surfaced duplicating 
machine. Its printing surface is a flat 
gelatin roll, many feet in length and 
about 18 inches wide—wide enough so 
that with a little overlapping of mar- 
gins six bonds or six duplicate records 
can be processed at one time. Each gel- 
atin roll takes hundreds of impres- 
sions. Inscriptions are transferred to 
the gelatin roll by placing the order 
form face down and across the roll, 
and pressing gently. 

The operator then takes six blank 
bonds from the stack and places them 
in accurate printing alignment by 
means of the feeding table of the ma- 
chine. Metal rules or guides aid the 
operator in aligning the inscriptions 
on the gelatin roll. With six bonds 
completed, the operator then imprints 
the same images to six duplicate card 
records. One operator and one machine 
turn out bonds or duplicate records at 
a speed of 350 an hour. 

Upon completion of a batch, the 
mailing teller disposes of them as di- 
rected in the firm’s covering letter. 
Some go back to companies in bulk in 
order that they may be handed out 
with payroll checks. Most of them, 
however, are mailed direct to purchas- 
ers in penalty window envelopes sup- 
plied by the government. The hecto- 
graphed imprint on the bond serves as 
the mailing address, another time- 
saver in the system. 

A major time, storage space, and 
labor saving feature is the microfilm- 
ing of stubs, eliminating the agent’s 
orange reference stub. By this innova- 
tion we are able to use the type “C” 
bond assembly which consists of only 
two pieces—the bond and the duplicate 
white stub. The stubs, before shipment 
to the Federal Reserve Bank, are pho- 
tographed by automatic feed at the 
rate of 8,000 to 10,000 per hour. 

In addition to this streamlining, the 
microfilming saves up to 99 per cent of 
the filing space ordinarily required. A 
one hundred foot roll of 16 mm. micro- 
film is sufficient to photograph 20,000 
stubs and requires a space of only 
4” x 4" x 1”, or 16 cubic inches. 

A microfilm viewer makes available 
at a moment’s notice any information 

See DEFENSE BONDS—Page 70 
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The old director boasts 
of his fool-proof system 


Mh. GLU 


Settles the 


TOCHBILL | 
ast 





By FRED COPELAND 


T was five minutes to 3 when Presi- 
dent Yocum of the Locust Trust 
Company waddled heavily into the 

Ferndale National. 

“Nothing desperate hit you, I hope,” 
greeted Director Clutchbill unlatching 
the door of the front office. “Haven’t 
seen you for months.” 

“Something ... eh = um — humiliat- 
ing has happened, Clutchbill. The bank 
examiners have just left our place. 
Kept us up till one o’clock last night 
hunting for a $300 shortage in the 
cash.” 

“Hm’f! Expect embezzlement?” Mr. 
Clutchbill’s hand stole to his grey 
goatee as he looked sharply at his 
visitor. 

“No, it’s been $300 short since the 
Civil War, so it turns out. Your cash 
always balances?” 

“Right to the penny! We’ve got a 
fool-proof method.” 

“Probably one of those cash-settling 
machines. There was a fellow trying 
to sell me a second-hand one. Runs by 
electricity. You put the items through 
a hopper and a red light comes on or 
a whistle blows if anything is left 
out.” 

“No-o! Just a pencil and pad. It’s a 
system I discovered myself. We don’t 
even use tellers’ sheets . . . just one 
master balance sheet. Everyone reach- 
es into the cash, and we balance at 
»:30 every afternoon.” 

“Huh!” President Yocum held his 
plump mouth open in wonder. “I’d like 
to stay and see you settle.” 

Mr. Clutchbill pulled out his watch. 
“Tt’s close to 3 right now. You'll see a 
‘ast and expert job.” 

The old director ran up his neck and 
peered through the grill to the bank- 
ing room. 

“Willie! Fetch in one of our blank 
‘ash settlement sheets.” 

“There,” he purred a few moments 
ater with the long yellow sheet in his 
iand. “I got a sample of one of these 
0 years ago from a stationary outfit 
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in Pioneer Knoll, Kansas. Works as 
smooth and simple as a tavern door 
knob. See this wide blank space on the 
right? We put this sheet into an add- 
ing machine and list all the day’s cus- 
tomers’ checks here. On this narrower 
space on the left we list all the deposit 
slips. Now on each side of this ruled 
section in the center we enter the 
tickets of the day: on the left, loans 
paid, drafts on our correspondents, 
total of the customers’ deposits and 
yesterday’s cash. On the right, loans 
made, remittances to our correspond- 
ents, total of customers’ checks and 
today’s cash.” 

“What’s this word,” asked Mr. Yo- 
cum straining forward with perched 
eye glasses and pointing finger. 

“Dividends? Eh, we don’t use that 
much—it just raises its head once in 
six months and clucks a little. l 
wouldn’t bother to have it printed on 
the sheet again.” 

“Neither would I,” nodded Mr. 
Yocum firmly. “I don’t understand 
which is the debit side and which the 
credit,” scowled Mr. Clutchbill’s visi- 
tor. 

“We don’t have any debit and credit. 
It’s meddlesome. We call it ‘In’ and 
‘Out.’ The ‘In’ portion is on the left 
side because it is nearest to us.” 

“IT supposed you had to have an 
orthodox debit side and a credit side.” 

“Fiddlesticks! No!! Banks get all 
mixed up fussing that way. Some 
banks put a customer’s deposit on the 
left side and call it a credit and add it 
in, and some put it in the right-hand 
side and call it a debit and add it in. 
It’s all whether you look at it from the 
point of view of the bank or the cus- 
tomer. We’re kind to our customers; 
we put it on the ‘In’ side. There was 
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“Five hundred dollars short,’’ an- 
nounced Willie, head teller, in a 
small voice. 
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Condensed Statement of Condition as at close of business 
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RESOURCES 


Cash and Due from Banks . . . . $ 750.800.501.08 
U. S. Government Securities . . . 903,231,332.20 
U. S. Government Insured F. H. A. 


i 70,327,409.25 
State and Municipal Bonds . . . . 52.638,44.7.56 
Stock of Federal Reserve Bank. . . 3.595.050.00 
Other Securities . . , 21.066,542.06 


Loans, Bills Purchased and Bankers’ 
Acceptances . . . . . «© « « 746.666,778.06 


Mortgages . . . 2... ee 14,284,044.74 
Banking Houses . . ..... 14,443,285.65 
Other Real Estate Equities . . . . 261,024.84 
Customers’ Liability for Acceptances 9,277,942.79 
Accrued Interest and Other Resources 6.219.091.65 


~$2,592,811,449.88 
LIABILITIES 


Capital. . . . ~ $50.390,000.00 
Surplus . . . . 69,444,000.00 
Undivided Profits . 31.391,323.40 $ 151.225.323.40 


Reserves for Taxes. 





Unearned Discount, Interest. etc. . 13.839,285.23 
Dividend Payable April 15. 1951. . 1,511,700.00 
Outstanding Acceptances . . . . 10,487.690.05 
Liability as Endorser on Acceptances 

and Foreign Bills . . . . . . 5.952.470.52 
Cash held as Collateral or in Escrow 13.531,053.16 


Deposits « s e e « ra e e e e __2.396.203,927.52 
$2,592,811,449.88 


United States Government and other securities carried at $160,892,766.55 are pledged to secure 
public funds and trust deposits and for other purposes as required or permitted by law. 


Head Office: 55 Broad Street, New York City 


MORE THAN 100 OFFICES IN GREATER NEW YORK 


Member Federal Deposit Insurance Corporation 




















SAVE FOR YOUR INDEPENDENCE — BUY U. S. SAVINGS BONDS 
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WASHINGTON VIEWPOINT 








Voluntary Plan Progresses 
Encouraging early progress is being 
made on the voluntary credit restraint 
program, the importance of which 
seems to be increasingly recognized by 





THE COVER 

Members of the national Volun- 
tary Credit Restraint Committee as 
they met recently in Washington. 
Those seated, left to right, are: Ken- 
ton R. Cravens, vice-president, Mer- 
eantile-Commerce Bank and Trust 
Company, St. Louis; Lee M. Limbert, 
vice-president, Blyth & Co., Inc., New 
York City; Oliver S. Powell, governor 
of the Federal Reserve Board and 
chairman of the committee; and 
George L. Harrison, chairman, New 
York Life Insurance Company, New 
York City. 

The six members standing are: 
Claude L. Benner, president, Conti- 


nental American Life Insurance 
Company, Wilmington, Delaware; 
William K. Barclay, Jr., partner, 


Stein Bros. & Boyce, Philadelphia; 
George S. Moore, vice-president, Na- 
tional City Bank of New York, New 
York City; Carlisle R. Davis, vice- 
president, State-Planters Bank and 
Trust Company, Richmond; Francis 
Kernan, partner, White, Weld & Co., 
New York City; and Carrol M. 
Shanks, president, Prudential Insur- 
ance Company of America, Newark. 





banking and other financial groups as 
a desired alternative to more rigid 
credit curbs. 

In a tribute to the men who are 
serving on the national and district 
committees, Governor Oliver S. Powell 
of the Federal Reserve Board said that 
they are literally “sweating blood” to 
make the voluntary plan a success. 

“The banks and other financing in- 
stitutions,” he declared, “have under- 
taken this project with a whole-hearted 
enthusiasm that is inspiring and au- 
surs real achievement in the field of 
voluntary credit restraint.” 

Governor Powell has decided to add 
two representatives of savings banks 
ind two officials of savings and loan 
associations to the national committee. 

Meanwhile, a decentralized organ- 
ization program has already been car- 
vied out for other financial groups. 
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By N. P. GREGORY, 


Washington Correspondent 


Twelve regional committees, one for 
each Federal Reserve District, have 
been formed to deal with commercial 
banking credit problems. Both the 
insurance companies and the invest- 
ment firms have four regional com- 
mittees, located in New York City, 
Chicago, Dallas and San Francisco. 
Lenders are invited to submit ques- 
tions as to desirable lending activities 
under the anti-inflation program, and 
on specific loans, to any of the appro- 
priate regional committees. 

Following a two-day session of the 
national group, it was decided to urge 
financing institutions to “postpone” 
credit for non-essential construction 
during the period of limited mobiliza- 
tion. This was the second suggestion 
made by this group, the first having 
dealt with inventory financing. 

In a statement adopted by a unani- 
mous vote, the national committee 
emphasized that American business is 
planning to spend about $24,000,000,- 
000 this year for enlargement and 
modernization of facilities. 

Of this sum, the Department of 
Commerce and the Securities and Ex- 
change Commission estimate that 
about $5,400,000,000 is earmarked for 
improvements by business and indus- 





tries outside of the defense perimeter. 
This is the type of capital improve- 
ment and expansion which the commit- 
tee hopes cooperating financing insti- 
tutions can “postpone.” 

Says the committee statement: 
“Since it may be difficult in individual 
cases to differentiate essential from 
non-essential capital expenditures, as 
well as those which it would be de- 
sirable to postpone in the interest of 
longer-run economic stability, certain 
tests are suggested to financing insti- 
tutions cooperating in the voluntary 
credit restraint program in making 
financing decisions.” 

The following are termed non-essen- 
tial uses of long-term financing: 

1. Construction of facilities to im- 
prove the competitive position of an 
individual producer of non-essential 
goods. 

2. Expansion and modernization ex- 
penditures of concerns in distribution 
or service lines where the distribution 
or service is not defense supporting. 

3. Expansion and modernization 
programs for the manufacture of con- 
sumer goods not related to the defense 
effort. 

Governor Powell further revealed 
that the national committee is also 
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considering proposals to cover an im- 
portant field of real estate financing 
which is not subject to Regulation X. 

“We are not trying to over-organ- 


e,” he said. “On the other hand, we 
are trying to cover all phases of 
credit.” 

* ia eo 


Tighter Controls? 


Despite the progress being made 
on the voluntary credit restraint 
program, President Truman in his 
message calling for extension and 
toughening of the Defense Production 
Act warned that he would soon send 





to Congress specific recommendations 
for the Federal Reserve Board to in- 
crease reserve requirements. 


Moreover, the President reiterated 
the threat of still more drastic steps 
to dampen bank credit expansion if 
necessary. He added that it was not 
yet clear whether such additional 
measures would be necessary, but 
stated that “we should obviously be 
prepared to take them.” In this phase 
of his message to Congress the Pres- 
ident had reference to previously noted 
emergency powers which would enable 
the Government to exercise direct con- 
trols over bank lending. Under this 
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| farmer’s 





authority the Administration could 
“freeze’’ the amount of bank credit 
outstanding on a specific date, a step 
advocated by the President’s Council 
of Economic Advisers. 

Also in the credit area, President 
Truman asked for power to control 
conventional loan terms on the pur- 
chase of existing houses and apart- 
ments, a loop-hole in the present Reg- 
ulation X which now sets terms for 
uninsured loans on new construction 
only. 

Most controversial of all the recom- 
mendations was the proposed new for- 
mula for controlling prices of farm 
commodities. This would take the 
parity price of each farm crop at the 
beginning of the crop’s marketing 
season, and establish that price as 
the “ceiling” for that commodity for 
the rest of its marketing season. Cur- 
rently, the parity price is adjusted 
monthly, based on fluctuations in the 
cost of living. Congressional 
reaction to the proposed change has 
been decidedly cool. 

A tougher rent control law has been 
requested. This would permit the Gov- 
ernment to clamp controls on all hous- 
ing that has been decontrolled by state 
and local authorities, or by the housing 
expediter. Moreover, it would author- 
ize rent ceilings on all “non-farm” 
commercial rents, and on homes and 
apartments built since February, 1947. 

President Truman also asked for 
power to fix requirements for trading 
on the commodity exchanges, just as 


| the Federal Reserve Board now sets 





margins for stock trading. 

Another recommended provision 
would enable the Government to build 
and operate defense plants where nec- 
essary, to produce essential materials 
and equipment. Other requests called 
for power to subsidize “high cost” 
producers to enable them to turn out 
essential goods without increasing 
prices, and extension of the materials 
allocation authority. 

Bills introduced in the House and 
Senate to carry out the White House 
program contain a significant change 
in the President’s authority to en- 
force his control powers. This would 
enable him to license any person or 
company subject to economic regula- 
tions. The President could then sus- 
pend such a license for as long as a 
year for violations of control orders. 


SO e 5 


Treasury Refundings 


With the successful refunding of the 
long-term 21% per cent issue into a new 
234 per cent security, the Treasury is 
looking forward to new refundings in 
the non-eligible $1,627,000,000 234s 
called for payment on June 15, and 
$8,445,000,000 1144s maturing July 1. 
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Secretary of the Treasury John W. 
Snyder described the refunding of the 
non-eligible 244s into 2°48 as “grati- 
fying.” Altogether, $13,572,000,000 of 
the June and December 244s were con- 
verted into 2%4s. 

A breakdown of the subscriptions 
shows that $5,583,000,000 were for the 
account of the Federal Reserve Banks 
and the balance for the account of pri- 
vate holders. 

Federal Reserve Board Chairman 
William McChesney Martin has ex- 
pressed the hope that we could have a 
free market during the 10 weeks be- 
tween the completed conversion offer- 





ing and the June refunding operation. 

With the Government bond market 
pointing towards a “natural” level, 
since abandonment of support opera- 
tions on a large scale by the Federal 
Reserve and the Treasury following 
the “accord” over fiscal and monetary 
policy reached last March, there are 
unconfirmed reports that the Secretary 
may refund other issues in a similar 
manner. 

There is a distinct possibility that 
other ineligible issues may be con- 
verted into the non-marketable 234s. 
At a recent press conference Mr. Sny- 
der declined to comment on this phase 
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of future conversion operations, but 
Chairman Martin said he thought this 
type of operation “may be extended.” 

Despite the “accord,” groundwork 
for a new Congressional inquiry into 
past and possible future differences 
between the Treasury and Federal Re- 
serve has been laid by the Senate- 
House Committee on the Economic 
Report. 

Senator Joseph C. O’Mahoney (D., 
Wyo.), chairman of the joint commit- 
tee, appointed a five-man subcommit- 
tee to probe the general subject of 
“credit control and debt management.” 

The new group headed by Repre- 
sentative Wright Patman (D., Tex.). 
will look into these subjects: (1) spe- 
cial reserve devices; (2) credit ration- 
ing, other than by interest rates; (3) 
new debt instruments; (4) economic 
expansion; and (5) effect of interest 
rates on economic expansion and in- 
flation. 

e 7 +. 


Defense Bond Month 
This month has been designated as 


| Defense Bond Month. One objective is 


to increase the scope of the payroll 
savings plan to employees of stores 
and offices in addition to industrial 
plants. Another is to sell as many 
“extra” bonds as possible. 

The program got under way with 
nearly 400 newspapers and 125,000 
newsboys participating in the cam- 
paign. Secretary of Defense George 
C. Marshall has agreed to serve as 
host to one carrier boy from each par- 
ticipating newspaper for two days, 
June 21-23, as an additional incentive 
to newsboys to outdo themselves in 
securing Defense Bond pledges. 

At a meeting with the American 
Bankers Association officials it was 
agreed to develop a practica] plan of 
cooperation on the part of afl banks, 
to expand sales of Defense Bonds. 


e ® e 


Banking Dropped From 
**Essential’? Category 

Secretary of Commerce Charles 
Sawyer has dropped banking from the 
list of “essential activities” because 
the country is operating on a “limited” 
mobilization program. This has sig- 
nificance from the standpoint of draft 
deferment and military reserve status. 

However, in the event that Presi- 
dent Truman orders full mobilization 
of resources, it has been stated that 
bank employees will again be placed on 
the “essential” activities list. 

A spokesman at the Department of 
Commerce said that no great weigh‘ 
should be attached at this time because 
the revised list has not included bank 
employees. 

“If bankers feel that there is 4 
shortage in personnel they could ap- 
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™. Considerately, the three bandits let the bank presi- Modern vmahercaan mag) pre methods have 
dent sleep until the last. But shortly after mid- made this type of bank robbery a thing of the past. But 
night, they burst into his room. Forcing a gag criminals still find ways to circumvent safety devices 
into his mouth, they dragged him down the hall and frequently cause sertous financial losses. Only 
to the back bedroom where his daughter and the properly planned insurance can give a bank truly sure 

les hired girl slept. ‘The rest of the household had protection. 

she already been rounded up and ail were firmly Your local A&tna agent is highly qualified to recom 

ise bound — except the two girls, who huddled in ee ; 

a” terror beneath the covers. mend the exact types and amounts of insurance your bank 

ig- ’ Then, brandishing pistols and threatening to needs. This includes protection not only against robbery 

aft torture and kill his father — the bandits prodded and embezzlement — but also against lability, fire and 

us. the President’s son, who was cashier of the bank, the many other hazards to which a bank is exposed. 

si- up onto his bare feet. “They snapped handcuffs Using the AAtna Plan, pioneer system of risk and insur- 

on on his wrists, shoved him out the door and marched ance analysis, he can prepare a detailed picture of all 

nat him to the adjoining bank building. There, the risks to which you are exposed, show just how each 

on forcing him to open the vault, the two robbers can be covered at minimum cost, and set up a control 
removed U. S. notes, bank notes and currency system to keep your coverage constantly up to date. Why 

of worth approximately $28,500. not investigate this modern insurance service? 

rhi Stuffing their loot into a ory they pase 8 , 

eat their victim back home, trussed him up securely, 

i and escaped before the fear-paralyzed girls could Aitna Casuatty Ane SuRETY Company 
untie the family and give the alarm. ie Oe ee 

Etna Life Insurance Company Automobile Insurance Company 
) Etna Casualty and Surety Company @ Standard Fire Insurance Company 
ap- Hartford 15 Connecticut 
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peal the decision to J. Dewey Coates, 
secretary of the Inter-Departmenta| 
Committee on Manpower,” the spokes- 
man declared. 

The American Bankers Association 
has drawn up a statistical study show- 
ing personnel needs of its members. 
and has emphasized the role it played 
in the Second World War. Despite this 
excellent record it is not likely that 
banking will attain the “critical” cate- 
gory at this stage of the mobilization 
program. 

Mr. Sawyer, in revising the list of 
Essential and Critical Activities for 
the guidance of the Defense Depart- 
ment in scheduling calls on reservists 
to active duty, and for the information 
of Selective Service in determining 
draft deferments, applied the follow- 
ing “musts”: 

1. Be essential to the defense pro- 
gram or to the minimum civilian 
health, safety or interest. 

2. Be inadequate to meet defense 
and minimum civilian requirements, or 
for which a seriously short supply is 
indicated. 

3. The current level of employment 
in the activity must be maintained or 
increased. 


e 4 ° 


RFC Changes Form 

President Truman’s plan to reorgan- 
ize the Reconstruction Finance Cor- 
poration won by slim margins in the 


House and Senate. 


Immediately, the President nomi- 
nated W. Stuart Symington, chairman 
of the National Security Resources 
Board, to head the agency as its sole 
administrator. 

Mr. Symington is expected to make 
major changes in personnel as well as 
operating methods of the RFC. He 
replaces the five-man board of direc- 
tors which is abolished under the reor- 
ganization. 

The five directors were nominated 
by the President last August as a Sen- 
ate Banking and Currency Subcom- 
mittee was probing RFC. The Senate 
shelved the nominations. 

Mr. Symington will be assisted by 
Secretary of the Treasury John W. 
Snyder, Secretary of Commerce 
Charles Sawyer and Federal Reserve 
Board Chairman William McChesney 
Martin, who will act in the capacity of 
advisors on loan policy. 

Despite Senate approval of Mr. Tru- 
man’s reorganization plan, a bi-parti- 
san group in the Senate will continue 
efforts to abolish the RFC. 

The Senate Banking and Currency 
Committee headed by Senator Burnet 
R. Maybank (D., S. C.) has opened 
hearings on a proposal offered by Sen- 
ator Harry F. Byrd (D., Va.) to kill 
the RFC and turn its functions over 
to the Treasury Department. 
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THE PERSONALITY SPOTLIGHT 








A highly-rated economist, Malcolm 
Bryan, has rejoined the Federal Re- 


serve Bank of 
Atlanta and has 
been named 


president to suc- 
ceed W. S. Mc- 
Larin, Jr., who 
recently retired 
after 35 years of 
service. 

For more than 
four vears Mr. 
Bryan has been 
vice-chairman of 
the board and 
treasurer of the Trust Company of 
Georgia, Atlanta. However, the bulk 
of his career has been with the Reserve 
Bank. He became a vice-president in 
1931 and was elected first vice-presi- 
dent in 1938. 

Mr. Bryan’s participation in eco- 
nomic affairs has been extensive. He 
was technical advisor to the American 
delegation at the Bretton Woods Con- 
ference in 1944, and later helped to 
organize the International Monetary 
Fund. He was formerly president of 
the Southern Economic Association. 
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For the past four years vice-president 
in charge of the commercial banking 
department, Ben- 
jamin F. Sawin 
has been _ pro- 
moted to execu- 
tive vice-presi- 
dent at the Prov- 
ident Trust 
Company of 
Philadelphia. He 
began his bank- 
ing career with 
the State Bank & 
Trust Company 
of Evanston, Tlli- 
nois. This was followed by six vears on 
the staff of the chief national bank ex- 
aminer in the New York Federal Re- 
erve District. He then joined the 
Union Trust Company as a vice-presi- 
lent, and subsequently became a vice- 
president of the National City Bank of 
Cleveland. He joined Provident Trust 
in 1944, 

Other promotions advance John J. 
Buckley from trust officer to estate 
planning officer, and J. Norman Miller 
(rom trust operations officer to assist- 
nt vice-president. 
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General Charles Gates Dawes, bank- 
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er-statesman of national renown, died 
April 23 of coronary thrombosis. The 
colorful 85-year-old chairman of the 
board of City National Bank and Trust 
Company, Chicago, had shunned the 
limelight during recent years but there 
were many highlights in his varied 
career. ’ 

A brigadier general during World 
War I, Mr. Dawes subsequently was 
co-creator of the “Dawes Plan” for 
war reparations, and ambassador to 
Great Britain. The high point in his 
political career came when he served 
as vice-president under Calvin Cool- 
idge. Later he headed the Reconstruc- 
tion. Finance Corporation. 

It was not only for serving in these 
high posts that General Dawes was so 
widely known. Nationally recognized 
were his underslung pipes, and his 
favorite “Hell and Maria” expletive 
which became his veritable nickname. 

~ 


Leonard A. Usina, well-known Flor- 
ida banker who resigned last vear as 
president of the 
Florida National 
Bank and Trust 
Company at 
Miami to. start 
the Peoples Na- 
tional Bank of 
Miami Shores, 
has launched an- 
other suburban 
institution called 
the North Dade 
National Bank. 
Mr. Usina is 
president, and the vice-presidents in- 
clude R. C. Brown, Agnes B. Barber, 
Charles D. Bailey and Frank H. Willer. 
Charles W. Lantz is cashier. 
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Succeeding the late William H. Knif- 
fin, Oscar Gast has heen elected presi- 
dent of the Bank of Rockville Centre 
Trust Co., Rockville Centre, New York. 


Another major bank merger is sched- 
uled to take place July 1, when the First 
National Bank of Cincinnati acquires 
the assets of the Second National 
Bank in the largest transaction of its 
kind in local bank history, involving a 
cash outlay of more than $4,500,000. 

The move, which is expected to re- 
ceive stockholder approval on May 1, 
will give the First National total re- 
sources of more than $310,000,000 and 
give it eight additional branch offices. 
During its long history which stretches 


back to Civil War days, the First Na- 
tional did not have any branch facilities 
until 18 months ago when it opened its 
first office in the Cincinnati Union 
Terminal. 

Harry W. Bauer, president of the 
Second National, is slated to become 
a vice-president of the First National. 
Reuben B. Hays will continue as presi- 
dent of the enlarged bank. 


e 


New president of the Stock Yards 
National Bank, Kansas City, Missouri, 
is B. M. Lamberson. He succeeds Jos- 
eph D. Allen, who has resigned due to 
ill health. 

Mr. Lamberson recently joined the 
bank as a vice-president . He previously 
had been with 
the Commerce 
Trust Company 
in Kansas City, 
traveling in Mis- 
souri and Arkan- 
sas. Prior to that 
he was. cashier 
and managing 
officer of the 
Bank of Wheat- 
on (Missouri), 
and he is cur- 
rently chairman 
of the board of that institution. 





B. M. LAMBERSON 


e 


An experienced textile executive, 
Henry Neubert, has joined Central 
Hanover Bank and Trust Company, 
New York City, as a_ vice-president. 
He will devote most of his time to the 
development and servicing of the bank’s 
business in the textile and wearing 
apparel fields, working closely with 
branches in the Manhattan textile dis- 





H. NEUBERT G. B. MORAN 


Named vice-presidents 


strict. Mr. Neubert has been identified 
with the textile business throughout his 
entire career, and has served three 
terms as president of the National Fed- 
eration of Textiles. 
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Central Hanover also announced the 
promotion of George B. Moran from 
assistant vice-president to vice-presi- 
dent at the Herald Square Office. 


° 


The traditional turnover in the ranks 
of state bank supervisory heads has 
again been emphasized in the recent 
replacement of Gurney Hood as Com- 
missioner of Banks in North Carolina. 
However, Mr. Hood has been a com- 
parative veteran in such a post, having 
served in this capacity for 20 years. 

His successor is William W. Jones, 


who has been treasurer and general 


manager of the State Employees Credit 
Union in Raleigh ever since it was or- 
ganized in 1937. Previously he had for 
12 years been associated with the Com- 
mercial National Bank in Raleigh, and 
later was an assistant examiner in the 
state banking department. 


5 


For his work in furthering mutual 
understanding among religious groups, 
and his “universal concern in the field 
of human relations,” Herbert L. Hor- 
ton, chairman of the board of the Iowa- 
Des Moines National Bank, has re- 
ceived special commendation in the 
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ferent crops. 





the Harvestor 69 profitable to own and a V Sturdy, yet light and ma- 
pleasure to operate. neuverable. 
JV A canvas conveyor that is 
different. 


















/ 


MM MODEL R—A rugged, powerful 2-plow 
tractor that does the job even when the going is 
tough. 140 fewer engine parts and many ex- 
clusive MM features. A dependable partner for 
your efhcient MM HARVESTOR 69. 

Get the facts today so you'll be sure of getting 
your QUALITY MM harvesting outfit this year. 

Lowest cost harvesting per bushel, per acre, 
per dollar invested is the reputation of all 
A aalalctaae SELLOUTS YEAR AFTER 


POLIS-MOLINE 
L 





50 


A> + 


MINNESOTA 








form of an illuminated scroll. This was 
presented at a luncheon in Mr. Hor- 
ton’s honor, sponsored by the National 
Conference of Christians and Jews. 


e 


Some important appointments at 


Manufacturers Trust Company in New 





E. S. HOOPER R. A. LOCKWOOD 


York City include 
the naming of 
Vice-President M. 
Ray Coffman to 
direct the bank’s 
activities in the 
eastern section of 
the United States, 
Vice-President 
Eugene S. Hooper 
to be in charge of 
activities in the 
southern and west- 














M. R. COFFMAN 


| ern sections, and Vice-President Ray- 


mond A. Lockwood to direct mid-west- 
ern activities. 


e 


William L. Day, executive vice-presi- 
dent of The Pennsylvania Company for 
Banking and Trusts, 
Philadelphia, has 
been granted a leave 
of absence to un- 
dertake work at 
government request 
as a special consult- 
ant in Secretary of 
the Air Force Fin- 
letter’s office. Dur- 
ing World War II, 
Mr. Day — served 
with the Army Air 
Forces in communications. 





W. L. DAY 


* 


British financial acumen and knowl- 
edge of world-wide affairs is coming to 
be increasingly recognized in the Inter- 
national Bank for Reconstruction. This 
is seen in two current appointments. 

W. A. B. Iliff has been named assist- 
ant to the president, after having been 
loan director of the bank since 1948. 
He is succeeded in the latter capacity 
by A. S. G. Hoar, formerly assistant 
loan director. 

In his new staff office Mr. Iliff will 
aid both President Eugene R. Black 
and Robert L. Garner, vice-president 
and general manager. He will advise. 
on policies, assist in relations with 
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supposing they were? Where would that leave you? 


Taking steps to protect vital records from possible 
damage or loss is simply good business. By doing 
so, you safeguard the interests of all concerned— 
stockholders, customers and employees alike. 
Through protective measures, you invest in a 
future of continuing progress. 


Probably you are using microfilm for recording 
checks and statements and know its advantages. 
Why not use microfilming to protect a// your valu- 
able documents . . . documents that support your 


asset and liability position, your relationships 
with depositors and employees? Microfilming is 
the fastest, surest, most economical way .. . and 
Burroughs microfilming is particularly fast, efficient 
and thrifty, permitting you to place more documents 
on a roll of film than does any other! 


Your Burroughs representative will welcome the 
chance to demonstrate the ease and economy of 
microfilming . . . with equipment built by Bell & 
Howell, a famous name in fine photography. You 
may also wish to have the new Burroughs booklet, 
“Safeguarding Vital Records with Burroughs 
Microfilming,” which presents a definite procedure 
for reproducing your records. Just ask your 
Burroughs man for your copy. 


WHEREVER THERE’S BUSINESS THERE’S dh 
Burroughs 45 


Burroughs 











FAST SERVICE — ANYWHERE 


23 BURROUGHS PROCESSING CENTERS...FROM COAST TO COAST 


Atlanta Detroit Pittsburgh 
Boston Houston Portland, Oregon 
Buffalo Kansas City Seattle 

Chicago Los Angeles St. Louis 
Cincinnati Minneapolis San Antonio 


Cleveland New Orleans San Francisco 
Dallas New York City Washington, D. C. 
Denver Philadelphia 





§ vf, 


Skilled mechanical service, on your premises from 583 Burroughs service centers, 


May, 1951 





53 





member governments, visit member 
countries, attend financial meetings, 
etc. Before joining the International 
Bank, Mr. Iliff had been representative 
of the United Kingdom Treasury in the 
Middle East, and was at one time finan- 
cial advisor to the Governor of Burma. 

Mr. Hoar was in the service of the 
Bank of England for 20 years before 
joining the staff of the International 
sank in 1946. 


° 


Clem B. Miller, auditor, and Roland 
F. Bush, assistant vice-president, have 
been elected vice-presidents by Secur- 


ity-First National Bank of Los An- 
geles. Carl G. Nelson and F. J. Davis 
have been upped to assistant vice-presi- 
dents, Thomas G. Roodhouse to audi- 
tor and Joseph K. Lee to assistant audi- 
tor. 

& 


Henry J. Court, formerly with Bank 
of America in the corporation and bank 
relations department, has joined the 
Republic National Bank of Dallas as a 
vice-president in the correspondent 
bank division. He has been prominent 
in the American Institute of Banking 
and during 1930-33 was a national ex- 
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Weekly Bond Letter, showing quotations 
and yields on U. S. government securities, 
keeps you informed of the market trend. 


Free Investment Ledger in durable loose- 
leaf binder is furnished on request to our 
correspondents . . . with our compliments. 


Informed, Friendly, Capable Service 
by experienced personnel is assured you at 
all times in City National’s Bond Department, 


Your account ts invited 


CHINY NAMONALL 





Bank & Trust Company 





Kansas City 10, Mo. 


mtmste £FtoOteat OFPORIT tNSUBANECE CORPORATION 





ecutive councilman. 

Two members of Republic’s credit 
department, Sam L. Ballard, Jr., ard 
Dewey H. Dean, Jr., have been promot- 
ed to assistant cashiers. 


e 


Following an extensive background 
in banking service overseas, Peter C. 
Eccles has been named West Coast 
representative of Barclays Bank Lim- 
ited, with offices in the Russ Building, 
San Francisco. In this post he has suc- 
ceeded John Basford, who has returned 
to England for a stay of several months 
before taking over a new assignment. 

Mr. Eccles has served the Barclays 
banking group in Egypt, Israel, Gibral- 
tar, Malta, Anglo- 
Egyptian Sudan, 
Kenya Colony, Tan- 
ganyika, Uganda, 
Southern Rhodesia 
and South Africa. 
In 1939-1941 he was 
stationed in New 
York City. Recent- 
ly he returned from 
making a six 
months’ study of 
trade conditions in 
the British West Indies. 

The Barclays Group includes Bar- 
clays Bank Limited, Barclays Bank 
(Dominion, Colonial and Overseas), 
Barclays (Canada), Barclays 
Trust Company of Canada, Barclays 
Bank (France) Limited, British Linen 
Bank and Barclays Overseas Develop- 
ment Corporation Ltd. 





P. C. ECCLES 


Bank 


> 


Wilbert Ward, retired vice-president 
of the National City Bank of New 
York, is now acting 
director of the 
Services, Exports 
and Imports Divi- 
sion of the Office of 
Price Stabilization. 
One of the best- 
known bankers in 
the foreign trade 
field, Mr. Ward was 
with National City 
for 33 years and is 
a former president 
of the Bankers Association for Foreign 
Trade. He has also been active in the 
National Foreign Trade Council and 
the International Chamber of Com- 
merce. 





W. WARD 


+ 


Newly elected chairman of the board 
of directors of the Pacific Coast Bank- 
ing School is E. A. Cook, vice-presi- 
dent, University National Bank in Seat- 
tle. He succeeds A. L. Powers, vice- 
president, United States National Bank 
of Portland, who has been chairman for 
the past three years. C. H. Haskell, 
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vice-president, Peoples National Bank 
of Washington, Seattle, has been reap- 
pointed director of the school, held an- 
nually at the University of Washington 
during the last two weeks in August. 
Nearly 200 bankers will attend the ses- 
sions this year from 11 western states 
and Hawaii. 
° 


Feminine ability is becoming recog- 
nized in investment as well as commer- 
cial banking circles with upper level 
promotions. Thus Jacquin, Stanley & 
Co., members of the New York Stock 
Exchange, announce that Mrs. Barbara 


Joiner Parsons has been admitted to 
general partnership. She is the origi- 
nator of the Joiner Theory of timing 
stock market moves, a method of mar- 
ket performance diagnosis. 


+ 


Well-known Raymond F. Leinen, 
vice-chairman of the executive com- 
mittee and vice-president of the Lin- 
coln Rochester Trust Company, 
Rochester, New York, died recently. 
With the bank for more than 45 years, 
and executive vice-president since 1930, 
he retired from that post December 1 
due to ill health. He was a former na- 
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tional president of the Robert Morris 
Associates. 
+ 


Economic Stabilizer Eric A. John- 
ston has enlisted the services of an able 
assistant in Jesse W. Tapp, vice-presi- 
dent, Bank of America, who has been 
named special adviser on agricultural 
prices. 

Mr. Tapp served with Chester C. 
Davis, former president of the Federal 
Reserve Bank of St. 
Louis, when the lat- 
ter was Food Ad- 
ministrator. He is 
a former director of 
the Commodity 
Credit Corporation, 
the Federal Crop 





Insurance Corpora- 
tion, and Surplus 
Commodity Cor- 
poration, and asso- 
ciate administrator 
of the Agricultural Adjustment Admin- 
istration. 

Besides serving as Mr. Johnston’s ad- 
viser on farm prices, Mr. Tapp has be- 


J. W. TAPP 


come liaison officer between the Eco- 
nomic Stabilization Agency and the 
Department of Agriculture, Defense 


Production Administration, and other 
government agencies. 


eo 


Franklin Bank in Evansville, Indiana, 
has merged with the Old National Bank 
and is to be operated as a branch desig- 
nated as the West Franklin Office. 
Charles O. Wesselman, president of the 
Franklin Bank, has become a director 
and vice-president of the Old National, 
which is now a $67,000,000 institution 
as a result of the consolidation. 


S 


For 12 years treasurer of the State 
of Ohio, Don H. Ebright has removed 
himself from the 
political arena to 
become a vice-pres- 
ident of the Union 
Bank of Commerce, 
Cleveland. He was 
associated with the 
Ohio National Bank 
of Columbus and 
the First National 
Bank of Akron be- 
fore entering public service. From 1936- 
1939 he was Director of Finance in 
Akron, and thereafter served as state 
treasurer, 





D. H. EBRIGHT 


e 


Retirement apparently holds no al- 
lure for Harry R. Moore, vice-president 
in charge of the savings department of 
the City National Bank and Trust 
Company of Chicago. He recently cel- 
ebrated his 80th birthday by working as 
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ini usual at the bank. However, as one 
-hange in the routine, he was feted at a 


luncheon by fellow officers. 











hn- ° 


ble This year marks important anniver- TAKE A LOOK 
= saries for two prominent Los Angeles 


een banking leaders. 


ral George M. Wallace, chairman of the C ) AT THE 


hoard and chief executive officer of Se- 
PACIFIC NORTHWEST hh, 


curity-First Nation- 
eral al Bank of Los An- 
geles, celebrated his 
50th anniversary 
with the bank last 
month. He joined 
the institution as a 
messenger, and 
there is hardly a job 
in the system that 
he has not handled 
at one time or an- 
other. Rising stead- 
ily through the G. M. WALLACE 
ranks he was presi- 

dent for many years before becoming 
board chairman, 

The current year also marks the 40th 
be- year of Victor H. Rossetti with The 
-CO- Farmers and Mer- 
the chants National 
“Nise Bank of Los An- 
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cial loaning officers, advancing Frank 
K. Morrow from assistant vice-presi- 
dent to vice-president, and George W. 
Goforth from assistant cashier to as- 
sistant vice-president. 


° 


William E. Drenner, a well-known 
livestock 


cattle dealer and writer on 
topics, has been 
named manager of 
the livestock de- 
partment recently 
organized at The 
First National Bank 





of Memphis. Be- 
sides direct cattle 
financing, the de- 


partment aids mid- 
south bankers and 
local agencies in promoting livestock 
development programs. 


W. E. DRENNER 


e 


The Bowery Savings Bank in New 
York City has named Edward R. Krue- 
ger assistant vice-president, A. M. 
Strung deputy mortgage officer, and 
John H. Hugg as principal executive 
assistant. 


e 


Anthony N. Schinler has joined the 
Glencoe (Illinois) National Bank as 





vice-president and cashier. He former- 


ly was cashier of the First National 


Bank of Highland Park (Illinois). 
* 


For several years an assistant vice- 
president of J. P. Morgan & Co., Inc., 
New York City, and their representa- 
tive in the Southeast, Fred C. Billing 
has joined the Exchange National 
Bank of Tampa, Florida, as a vice- 
president. 

. 


A management switch at the Ex- 
change National Bank, Jefferson City, 
Missouri, finds Hugh Stephens retir- 
ing as board chairman and becoming 
president, while W. A. Dallmeyer has 
retired as president and been named 
chairman of the executive committee. 


A 


The Hartford-Connecticut Trust 
Company has made the following pro- 
motions: 

Oran §S. Parker is now treasurer, 
having succeeded Harold M. Kenyon 
who has retired. Mr. Parker has been 
secretary since 1946 and continues to 
fill the duties of that office in his dual 
capacity of secretary-treasurer. 

Advanced from assistant vice-presi- 
dents to vice-presidents are Marcus D. 
Goodale, who heads the personnel de- 
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H. M. SERVIS 
Up ladder at Hartford 


M. D. GOODALE 


partment; Harry M. Servis, assigned to 
the branch administration division; 
and F. Russell Abell, in charge of the 
trust investment division. 

Stanley B. Costales, who supervises 
the credit department, has been ele- 
vated from assistant treasurer to as- 
sistant vice-president. Albert E. Welch, 
Jr., is now an assistant treasurer. 


2 


Following long experience in corpor- 


| ation analysis gained during a 13-vear 
| career with the Re- 





construction Fi- 
nance Corporation, 
William A. Daniel 
has joined the First 
National Bank in 
Houston as a vice- 
president. He has 
been assistant man- 
ager of the RFC’s 
Houston Loan 
Agency, and has supervised the liqui- 
dating of Defense Plant Corporation 
assets in the Houston territory. 











W. A. DANIEL 


2 


Joseph A. Broderick, president of the 
East River Savings Bank, New York 
City, was recently 
honored by the 
alumni association 
of New York Uni- 
versity’s School of 
Commerce, Ac- 
counts, and Fi- 
nance. He received 
the Madden Menm- 
orial Award, given 
annually in memory 
of the late Dean 
John T. Madden of 
the School of Commerce, and bestowed 
upon alumni of the School whese 
careers have exemplified outstanding 
achievement. Mr. Broderick has been 
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president of the East River Savings 
Bank since 1937, and previously was a 
member of the Board of Governors of 
the Federal Reserve System. 


° 
The Public National Bank and Trust 


Company of New York has advanced 
Maxwell Silver of 





Chief of Administrative and Fiscal 
Section. Last year he worked on legis- 
lation which resulted in the Federal 
Deposit Insurance Act of 1950. 


* 
Two newly elected assistant cashiers 


at the Fidelity Bank and Trust Com- 
pany, Houston, Texas, are Clyde G. 


dent of the Shirlington Trust Company, 
Arlington, Virginia. Instead, Mr. Mor- 
gan has joined the Arlington Trust 
Company as executive vice-president. 


e 
George D. Lippert has deserted Pitts- 


burgh for Palm Beach. He is now asso- 
ciated with the First National Bank in 


; the public relations Godbold and W. C. Holland. Palm Beach (Florida), as an assistant 
staff. to vice-presi- n vice-president in the commercial loan 
a dent, Raymond J. department. For the past three years 
Clark and Robert In the April issue it was announced he has been an assistant secretary of 
P. Graham to as- that Milton R. Morgan had resigned as_ the Colonial Trust Company, Pitts- 














sistant vice-presi- 
dents and Harold C. 
Beppler to assistant 
cashier. 





M. SILVER 
e 


Charles L. Miller and John M. Keyes 
have been appointed second vice-presi- 
dents by Guaranty Trust Company of 
New York, and Thomas F. Coghlan an 


State Commissioner of Banking in Vir- 
ginia to become executive vice-presi- 


burgh, in charge of the credit depart- 
ment and a loaning officer. 
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Samuel B. Burnham has been named 
trust officer of Union Bank & Trust 
Co. of Los Angeles. He joined that 
institution in 1950, coming from the 
3L First National Trust and Savings Bank 
of Santa Barbara (California) where, 
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a REVOLVING DOOR entrance will do it for you! 


Consider the floor space lost by swing door vestibules. 

Or consider the dirt and noise these doors let in; the heat they lose 

in the winter; the way they complicate the problem 

of air conditioning in summer. 

Instead of having an entrance that is a debit, 

you can make it an asset by installing a revolving door... 

the door that is “always open — always closed”... 

that reduces the heat lost per individual passage from about 1800 cubic feet 
to 26 cubic feet . . . that turns with ease in the strongest wind .. . 

that will help keep your bank cleaner and more comfortable. 


Put a revolving door at the top of your bank 
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IMPORTANT FREE BOOKLET— 


Write today for free booklet 
telling how to plan better 
entrances with revolving doors. 


PERIODIC LUBRICATION, 


plus an annual service check, 
is the only maintenance 
required for years of service 
from a revolving door. 


For information consult 
the classified section of 
your telephone directory 
or see our catalog 


IETB EWAN 


1857 EDGAR STREET 200° 


IN CANADA—International-Van Kannel Revolving doors are avail- 
able through Eastern Steel Products, Ltd., in Toronto and Montreal. 
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Streamlined Department 


Faced with expanding business in 
its main Montreal office, the Royal 
Bank of Canada streamlined the state- 
ments and ledger section of its main 
branch current accounts department 
for the benefit of staff and customers. 
Previously the statements and ledger 
sections were located behind the 
bronze tellers cages in what is prob- 
ably the largest banking room in 
Canada in the Royal Bank’s head-office 
on St. James Street West, Montreal. 
Now the statements and ledger sec- 
tions are located on the street-level 
floor below the main banking room. 

Customer space is a modernistic 
room finished in off-white, with fluo- 
rescent lighting, bronze trim, marble 
counters and marble floor, and an over- 
all view of the entire department from 
the counter. For convenience of custo- 
mers who want to make a deposit at 
the same time they collect their state- 
ments, a teller’s wicket has been in- 
stalled in the section, which is pri- 
marily for bookkeeping. 

The location of the statements and 
ledger section in this new space was 
in part determined by proximity to the 
proof department of the Montreal 
main branch, which adjoins the new 
section. A battery of eight ledger post- 
ing machines keeps the operation con- 
tinuously up-to-the-minute. One long 
desk alongside the posting machines 
gives the operators writing space and 
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By JAMES MONTAGNES 
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functional layout of statements and ledgers section; 
above, ample customer space in new security department 





Remodelling speeds service at main office, Royal Bank of Canada 


easy access to drawers containing 
signature and authorization cards as 
well as stationery, so that they can 
operate the machines without moving. 
Everything is at their fingertips. 

Two long sorting desks at one end 
of the room are used to sort the 
cheques after they come .from the 
proof department, and before they 
are handled by the posting machine 
operators. 

Behind and below the current ac- 
counts statement counter the bank’s 


carpenters have built sets of drawers 
for statements, verifications and other 
necessary papers, and provided sliding 
panels to use as desks to ensure pri- 
vacy while making entries when there 
are customers at the counter. All 
drawers are locked. Below the locked 
drawers are more stationery cupboards 
with sliding doors. 

The entire space is air-conditioned, 
well lighted, with light-colored painted 
walls. There are also safes for storing 
ledger trays and other important 


Marble is emphasized in new Banque Canadienne Nationale branch 
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The Dominion Bank, Bank and Sparks Streets, Ottawa branch 














The Canadian Bank of Commerce, new Toronto branch 


Careful planning yields maximum use of space in Canadian branches 


records during the night. 

Adjoining the statements and ledger 
section is the securities section of the 
main Montreal branch, which has also 
been moved from the main banking 
room to space below it. Bronze frames 
and fluted glass are used in the wickets 
on marble counters in the modern 
customer space of the security depart- 
ment. Two wickets open on the safe- 


MY BANK 
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keeping section, where customers can 
leave bonds and stocks at a nominal 
charge per year instead of using safety 
deposit boxes. 


e e ® 


New Branches 


A new five story building has been 
erected by the Banque Canadienne 





Bank or MonrTREAL 


New York --64 Wall Street Chicago--27S.LaSalleStreet San Francisco - -333 California Street 





S50 Granches #oeness Canada « Resources Exceed $2 Billion 
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NEW 


BANK VAULTS 
TELLERS CHESTS 


SAFE DEPOSIT BOXES 
NIGHT DEPOSTTORIES 


VAULT VENTILATORS 
BURGLAR PROOF CHESTS 


USED 


DRIVE-IN WINDOWS 








The Guardian Burglar Proof Equipment Co. 
6219 Detroit Avenue, CLEVELAND 2, OHIO 














Nationale in downtown Montreal in 
the heart of the theatre and hotel 
section. Four upper floors of the build- 
ing have been rented, and the main 
banking room is two stories 
Finished on the outside in limestone 
and black marble base, the building is 
of simple functional design. 

The banking room has two street 
entrances, a main entrance with stain- 
less steel doors on St. Catherine Street 
West, and an entrance on Metcalfe 


| Street from the office entrances. The 


room is well-lighted with two story 


high windows on one side, and recessed 


fluorescent lighting in the ceiling, as 
well as three rows of hanging fluores- 
cent lighting fixtures. The banking 
room is finished in Quebec marble, 
with marble columns and _ sloping 
marble counters. Under the counter 
tops are steel filing cabinets and 
drawers utilizing all space to the best 
advantage. All trim, including teller 
wickets, is of stainless steel. The 
center of the ceiling is in light pastel 
shades, and the floor is of marble with 
black marble trim. 

The Canadian Bank of Commerce 
has opened a new suburban branch 
at Lake Shore Road and Seventh 
Street, New Toronto. The new branch 


occupies space formerly used by a re- | 
tail store and has been entirely re- | 
built with a brick and Queenston lime- / 
stone building. It is of interest to note |) 


that this branch was built in two sec- 
tions. The rear section is an entirely 
new building and was completed first. 
The branch then moved into this rear 
section while the store was rebuilt, and 
the unit is now one large bank struc- 
ture 32 feet wide on the Lake Shore 
Road and extending back 98 feet on 
Seventh Street. 

The banking room itself is 30 feet 
wide and 83 feet deep, with entrance 


vestibule and manager’s office taking 


up the rest of the space. The main 
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entrance has aluminum and_ glass | 


doors with similar side lights and 
transom affording a view of the bank- 
ing room from the street. Inside the 
banking room counters are of white 
oak with walnut inlays, low teller 
wickets, and panelling around the 
walls. An acoustic ceiling is fitted with 
recessed lighting. A rubber tile floor 
covers public space and _ linoleum 
covers the floor in the staff working 
space. 

The Dominion Bank has opened a 
remodelled branch in downtown Otta- 
wa at Bank and Sparks Streets. The 
building exterior has been changed 
from red sandstone to gleaming white 





limestone with black granite base and | 


brushed steel trim. The crest of the 
Dominion Bank is prominently dis- 
played above the rounded doorway. 
Entrance is through a plate glass door- 
way with brushed steel decoration into 
a main banking room which is painted 
a cool, silvery green with black and 
silver trim. The floor in the public 
space is patterned terrazzo and inlaid 
rubber tile in black and white behind 
the counter. The ceiling is of white 
acoustic tile, and fluorescent lighting 
is used. 

Counters are of formica which looks 
like dark green marble, and teller 
wickets are of modern low type with 
fluted glass and steel trim. All furni- 
ture is of bleached oak and chairs are 
upholstered in Spanish tile leather. 
Two modernistic glass-topped desks 
on steel pedestals are provided in the 
customer space. Safety deposit vaults 
are in the basement along with staff 
rooms. Floors above the bank are 
rented out. 


Personnel 


J. L. Vickerson has been appointed 
supervisor of the 75 branches of the 
Royal Bank of 
Canada in Sas- 
katchewan, with 
headquarters at 
Regina. He suc- 
ceeds A. Baird, 
supervisor 
of Saskatchewan 
branches since 
1943, who. re- 
tires on June 1. 
Mr. Vickerson is 
Succeeded as 
manager of the 
Regina branch of the Royal Bank by 
P. L. Finley. 

Vr. Vickerson has been with the 
toyal Bank since 1911, and has held 
posts in the three prairie provinces. 
He was transferred to the supervisor’s 
denartment at Calgary in 1930, be- 
caine manager at Moose Jaw in 1936, 
and in 1939 was moved to Regina to 
manage the bank’s main branch. 








J. L. VICKERSON 
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Choose your 
own individual 
point style from the 


world’s largest Point 
selection. _ instantly 
renewable 
in case of 
“"Ink-Locked” damage. 
against accidental 
spillage. Can’t leak. 
Won't flood. 
Base holds 


40 times more 
ink than regular | 
fountain pen desk . 
sets. Fill it once 
... write for 
months. 


Choose the 
right point 
for the way 
you write. 


DESK PEN SET 


Here’s the set for YOU... Esterbrook 444... the 
desk pen set that lets you choose the precise point for 
your kind of writing . . . no matter what you write... 
or how you write it. Select your point and get a per- 
sonal demonstration at any pen counter. 


THE ESTERBROOK PEN COMPANY 
CAMDEN 1, NEW JERSEY 


COPYRIGHT 1951, THE ESTERBROOK PEN COMPANY 
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THE BOOKLET COUNTER 














These booklets are available upon 

request, free of charge or obliga- 

tion, under an arrangement 

whereby the requests are re- 

ferred promptly to the producers. 

Simply address requests on bank 
or company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 











A Yardstick of Costs . . . Particu- 
larly timely against a background of 
steadily rising costs, this booklet, pub- 
lished by the Virginia Bankers Asso- 
ciation, presents a cost breakdown and 


| analysis for a representative group of 


banks. Designed as a yardstick for 
comparisons, the booklet shows the 
median costs of items and transactions 
for banks of various sizes, with pro- 
vision made for “your bank” figures. 
A wealth of valuable cost data is 
packed into this 12-page publication. 


Think It Over . . . This brochure 
copyrighted by the Pennsylvania 
Bankers Association presents a “re- 
examination of the aims, objectives, 
and problems of bankers asociations” 
in clear, concise terms, punctuated by 
pertinent charts and lively cartoons. 
After sketching a history of bankers 
associations and pointing out that 
banking problems in the past have 
been largely internal in nature, the 
brochure cites seven external forces 
that are bearing down on independent 
banking at an ever-increasing rate: 
Government Policies, Government 
Competition, Other Competition, Su- 
pervisory Agencies, Internal Forces, 
Moral Forces, and Public Opinion. 


Trust, Custody and Investment 
Services ... Published by the Irving 
Trust Company, New York City, this 
meaty booklet, which discusses the 
services of the Personal Trust Divi- 
sion of the bank, is, in effect, a brief 
textbook on trust matters. Trust -de- 
partment services, such as custody 
service, advisory custodian, executor, 
trustee under will, estate planning, and 
employees’ trusts, are described in 
sorie detail with breakdowns of the 
commissions and fees in each case. 
Special sections of the booklet deal 


with trust department relations with 
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members of the bar, statutory commis- 
sions of trustees and executors, and 
estate taxes and the marital deduction. 


Toward Worker Security ... The 
role of management in achieving a 
sound program of worker security is 
analysed in this booklet prepared by a 
special committee of the Chamber of 
Commerce of the United States. Most 
of the booklet is devoted to a discus- 
sion of existing programs of worker 
security with indications of the areas 
still to be filled. In conclusion, the 
booklet lists a series of possible steps 
that business executives may take to 
achieve sound worker security at the 
company and national levels. 


Company Manners... This check- 
list of forty-four do’s and don’t’s in 
corporate. public relations offers an ex- 
cellent standard of comparison for 
bank management. After outlining the 
fundamentals of good company man- 
ners, the report makes specific sugges- 
tions as to management’s relations 
with stockholders, employees, custom- 
ers and suppliers. The report concludes 
with an interesting analysis of the 
composition of the board of directors 
for 56 corporations, including 20 
banks, with resources of one billion 
dollars or over. 


*“Do’s and Don’t’s”’ . . . for success- 
ful budgeting in your firm. This prac- 
tical check list to aid in the prepara- 
tion and control of budgets was drawn 
up by the Controllers Institute of 
America. Outlining four major aspects 
of budgeting, the check list recom- 
mends procedures to be either followed 
or avoided in the preparation, plan- 
ning, function and control of any suc- 
cessful budget system. 


Industry in Action... In the Prov- 
ince of Quebec. The almost unlimited 
opportunity and the greatly-increased 
business. activity in Canada makes this 
well-illustrated, 80-page booklet espe- 
cially worthwhile at this time. Each of 
the eight major industries of Quebec 
is discussed from the standpoints of 
present development and potentialities 
for the future. 


An Emergency Tax Program for 
1951 ... This very important state- 
ment on national policy by the Re- 
search and Policy Committee of the 
Committee for Economic Development 
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toward 
worker 


the role of 
management 


Cites existing programs, and areas 
yet to be filled 


represents the thinking of leading 
businessmen and educators on a sub- 
ject of prime interest to the banking 
industry. Tight restriction on the ex- 
pansion of bank credit and a national 
program to encourage private savings 
are urged. The booklet is largely de- 
voted to a detailed analysis of a pro- 
posed federal budget for 1952 and 
recommendations on how to raise the 
necessary revenue. 


Insured Savings Plans... This 16- 
page booklet discusses the basic con- 
siderations and advantages of the life 
or accident insured savings account. 
Insured savings plans, which are grow- 
ing in popularity, are analyzed in rela- 
tion to: other types of insurance, legal 
restrictions on banks, the need for 
this type of plan, the size of the mar- 
ket, and premiums and collection and 
compensation provisions. 


United States Government Secur- 
ities and the Money Market... 
Of particular interest this year is the 
review of security activity during 
1950 and the discussion of the out- 
look for the government market dur- 
ing 1951, prepared by the bond depart- 
ment of a New York City bank. This 
substantial 24-page booklet contains 
many interesting tables and graphs 
illustrating the market trends out- 
lined in the text. 


65 








Is there a better way to do that accounting job? 
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Burroughs General Accounting Machine handles bank 


accounting jobs with money-saving speed and ease. 
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Burroughs new portfolio of accounting ideas 


which have been tried and proved in banks across the nation 


Maybe your present general accounting procedures seem too com- 
plicated . . . too cumbersome. 


Maybe some of your operations seem excessively expensive, ineffi- 
cient, time consuming. 


And maybe you’d like to eliminate these costly flaws in your present 
methods the way that other banks, in other sections of the country, 
have disposed of them. 


Bank Accounting Simplified can help you do just that. It was assembled 
by Burroughs after years of studying, choosing, refining and com- 
bining the best ideas from banks all over the country into a simplified 
general accounting system. It covers all phases of bank accounting— 
suggests complete plans for your loan and discount, general ledger, 
daily statement, mortgage loan, trust, payroll and savings. 


Your local Burroughs man will be happy to show you Bank Accounting 
Simplified . . . to let you see for yourself how this collection of ideas 
can help you raise the efficiency of your general accounting—and 
your margin of profit for the year. Give him a call today. Burroughs 
Adding Machine Company, Detroit 32, Michigan. 


WHEREVER THERE’S BUSINESS THERE’S 


Burroughs 
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COURT DECISIONS 








By CHARLES R. ROSENBERG, Jr. 


Member of the Bar of Pennsylvania and of the 


Assignment Not 
Endorsement 

The holder of a note entered judg- 
ment in Illinois against the makers on 
a warrant of attorney to confess judg- 
ment contained in the note. One of the 
makers moved to have the judgment 
vacated as void. 

The First National Bank was named 
as payee of the note. The only en- 





Charles R. Rosenberg, Jr. 


With profound regret we report the 
death of Charles R. Rosenberg, Jr., whose 
outstanding analyses 
of court decisions 
pertinent to banking 
have appeared in 
Burroughs Clearing 
House since 1931. 
Following a long ill- 
ness, Mr. Rosenberg 
died April 4 at his 
home in Lansdowne, 





Pennsylvania. 
A graduate of 
Temple University 


Law School, Mr. Rosenberg was for a 
time an English instructor and later 
served in World War I. In 1927 he was 
admitted to the bar of the State of Penn- 
sylvania and established a law practice. 
In the past 20 years he has contributed 
articles to many national publications. 

A number of Mr. Rosenberg’s court de- 
cision reviews prepared before his death 
will be included in subsequent issues of 
Burroughs Clearing House. 





dorsement on the note was in the fol- 
lowing form: 

“We, the trustees of the First Na- 
tional Bank, do hereby transfer, as- 
sign and set over the within note with- 
out recourse either as a committee or 
as individuals.” 

This was signed by two persons in 
their capacity as trustees. The holder 
of the note who entered the judgment 
Was a woman. 

Discussing the validity of the judg- 
ment thus entered on this note, the 
Illinois court said: 

‘Nowhere in her original complaint 
or affidavit has the plaintiff alleged, or 
Shown, any authority for the endorse- 
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District of Columbia 


ment as hereinabove set forth. Even 
though judgment has been rendered, it 
entitles her to no presumptions in her 
favor and, therefore, for the purposes 
of this decision said endorsement can, 
and should be, ignored, and the note 
treated as though there was no en- 
dorsement whatsoever thereon. 

“An order note, unendorsed, in the 
hands of some one other than the 
payee, is to be treated as a chose in 
action received by assignment. It is 
not a sufficient allegation in such a case 
to allege that the plaintiff is the actual 
bonafide owner for value. 

“A declaration in a suit by an as- 
signee of a chose in action does not 
state a cause of action in favor of the 
plaintiff unless it contains the allega- 
tions showing the assignment of the 
chose in action, the actual ownership 
thereof by him, and setting forth how 
and where he acquired title. 

“The plaintiff, in her original action, 
alleged no facts tending to show in 
what manner, when, or from whom she 
obtained possession, merely stating 
that she ‘was the owner and holder of 
said note.’ Such allegation is insuffi- 
cient. 

“Mere possession of a negotiable in- 
strument, payable to order and not 
endorsed by the payee, is not, alone, 
evidence of title in the possessor, and 
the burden is on the possessor to show 
a delivery to him with intent to pass 
title.” 

The judgment against the makers 
was set aside. 

A significant feature of this case is 
the fact that because the endorsement 
was ineffective, the court treated the 
note as if it were not endorsed at all. 
(Ray vs. Moll, 84 North Eastern Re- 
porter, Second Series, 163.) 
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Honoring Checks 

In the course of a long, complicated 
opinion a Federal court recently gave 
terse and clear-cut explanations of two 
points of “check” law of practical im- 
portance to banks. Said the court: 

“When a bank unconditionally de- 
posits checks drawn on itself to the 
credit of a depositor, the effect is the 
same as if it had cashed the checks and 
deposited the proceeds. When a check 


is presented for deposit, drawn on the 
depository bank, the bank may refuse 
to pay it, or take it conditionally by 
express agreement or by usage, if 
usage exists; but if it pays the money 
or gives credit to the depositor, the 
transaction is closed between the bank 
and the depositor unless the check 
proves to be not genuine or there is 
fraud against the bank on the part of 
the depositor. The giving of credit is 
practically and legally the same as pay- 
ing the money to the depositor and re- 
ceiving the cash again on deposit. 
“When a bank pays a debt owed by 
an individual to the bank with a cor- 
porate check drawn by the individual 
debtor, the bank becomes liable for 
conversion.. When the bank has notice 
that the checks of a corporation are 
issued for a third party’s personal use, 

















PUNCHES sheets and covers of any size 
or weight, quickly, accurately 
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BINDS up to 250 books an hour with 
colorful GBC plastic bindings 


BIND THIS MODERN WAY 
right in your own OFFICE 


Add prestige and attention com- 
pelling appearance to propos- 
als, reports, statements quickly 
...easily...economically with 
GBC portable plastic binding 
equipment.* Pages turn easily 
...lie flat. Also binds customer 
imprinted checkbooks—a new 
on-the-spot service used enthu- 
siastically by leading banks. 
Complete GBC equipment costs 
less than a typewriter. Anyone 
can operate. 

*PATENTS PENDING 


SPECIAL TRIAL OFFER 
b memo | Send today for information 
FRE E and 2 handy pocket memo 
books bound on this equip- 
lis. ment. No obligation. 

General Binding Corporation 

808 W. Belmont Ave., Dept. BCH-5 
Chicago 14, Ill. 
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it pays the checks at its peril.” (Fed- 
eral Savings and Loan Insurance 
Corporation vs. Third National Bank, 
173 Federal Reporter, Second Series, 
192.) 
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Totten Trust “Illusory” 


A New York man opened a savings 
account with a New York bank in the 
form of a so-called “Totten trust.” The 
account was in his name “in trust for” 
a named son. He also opened a similar 
account in another bank for a different 
son. 

The father made deposits in and 
withdrawals from both accounts until 
he died. Neither son ever had any- 
thing to do with the operation of either 
account or had possession of either 
passbook at any time. At the father’s 
death the sons made demand on the 
two banks for the balances in the re- 
spective accounts. Both banks refused 
payment because the sons could not 
produce the passbooks, which were in 
the possession of the father’s widow, 
stepmother of the two sons. 

In the suits brought by the sons 
against the respective banks the step- 
mother was joined as the defendant. 
She contended that the Totten trusts 
established by her husband were 


“illusory” transfers in violation of her 
rights as his widow and that both ac- 
counts were subject to her statutory 
rights in his estate. She also insisted 
that her husband made a gift of both 
accounts to her when he delivered the 
passbooks to her in his lifetime. 

Discussing the effect of the widow’s 
statutory rights on these Totten 
trusts, the Supreme Court of New 
York said: “The opening of the ac- 
counts created a tentative trust which 
the depositor could revoke in his life- 
time and which he did revoke to the 
extent to which he drew out the 
moneys deposited, but as to the balance 
which he did not withdraw the trust 
became absolute upon his death and 
plaintiffs (the sons) became the own- 
ers of such balance unless the stat- 
utory enlargement of a widow’s rights 
in the estate of her deceased husband 
detracts from that ownership. 

“We are constrained to hold that the 
sons’ rights to the money on deposit 
in defendant banks are subject to the 
widow’s rights in the estate of her de- 
ceased husband. The transfer to the 
sons, which became effective upon their 
father’s death, must be held to be 
illusory as to the widow, and for the 
purpose of measuring her rights in her 
husband’s estate the sums on deposit 
with defendant banks must be deemed 
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a part of her husband’s estate.” 

In a rather unusual form of judg- 
ment the court awarded the balances 
in the respective accounts to the sons 
subject to the widow’s right to have 
the money treated as part of her hus. 
band’s estate for the purpose of com. 
puting her interest therein, directec 
the banks to pay the balances to the ad- 
ministrator of the father’s estate upon 
presentation of the passbooks and 
ordered the widow to make the pass- 
books available to the administrator 
for that purpose. 

The unexplained possession of the 
passbooks by the widow, the court said, 
was not sufficient to establish that her 
husband had made a gift of the ac- 
counts to her. (Steixner et al vs. 
Bowery Savings Bank et al, 86 New 
York Supplement, Second Series, 747.) 


Cheek Selling Not Banking 


The Attorney General of Missouri 
brought a proceeding in the courts of 
that state seeking to revoke the char- 
ter of a corporation called Currency 
Services. The concern was legally or- 
ganized under the laws of Missouri 
and its charter authorized it “‘to buy 
and sell ‘bondified’ post-card checks 
and ‘bondified’ money orders and other 
business and financial forms; to give 
aid and assistance in the transfer of 
monies, deposits; to distribute money 
orders and checks.” 

The Attorney General contended 
that this charter should be forfeited 
because it conflicted with the banking 
statutes of the state, particularly with 
Section 7890, which reads: 

“No corporation, domestic or for- 
eign, other than a corporation formed 
under or subject to the banking laws 
of this state or of the United States, 
except as permitted by such laws, shall 
by any implication or construction be 
deemed to possess the power of carry- 
ing on the business of discounting 
bills, notes or other evidences of debt, 
of receiving deposits, of buying and 
selling bills of exchange, or of issuing 
bills, notes or other evidences of debt 


| for circulation as money, or of engag- 





ing in any other form of banking; nor 
shall any such corporation, except an 
express company having contracts 
with railroad companies for the opera- 
tion of an express service upon the 
lines of such railroad companies, or a 
trans-atlantic steamship company, or 
a telegraph or telephone company, 
possess the power of receiving moncy 
for transmission or of transmitting 
the same, by draft, traveler’s check, 
money order or otherwise.” 

The Supreme Court of Missouri ap- 
pointed a Special Commissioner ‘0 
hold hearings and report on the facts 
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and law of the case. The Special Com- 
g- missioner found that the corporation 
on vas operating its business in good 
- faith, but held that it was engaged in 
a the business of banking. However, his 
nm report said: “Eliminating bookkeep- 
“et ing and other normal business meth- 
va ods, the sale and issuance of checks 
~ and money orders, and on occasion the 
wnt return of the purchaser’s money, are 
“ the only acts that might be considered 
a banking practice.” 
val Discussing the Attorney General’s 
contention that the corporation was 
fins violating that part of the banking | 
id, statute relating to “buying and selling 
wed bills of exchange,” the court said: 
ac- “For some purposes a check is a bill 
ve. of exchange, but in banking parlance 
ew there are important differences be- 
1.) tween a check and a bill of exchange. 
We do not believe that the banking 
statute, where it speaks of buying and 
selling bills of exchange, has any ref- 
erence to ordinary checks. 
“But even if the reference to bills of 
. | exchange in the statute could be con- 
url | strued to mean checks, it still would 
= not clearly cover the business carried An innocent looking fountain pen, you say. 
ar- on b urre rvices. me us : 
wn vee B _ , on ge page beosgge That’s right, but it cost one busy bank officer $625 last 
el exchange. The corporation does not year. 
van pe eccreag ae = be tea nage That was the price, in officer time, of signing bank checks 
a 0. Secusal benk . by hand, with a pen. It could have been worse, too — hand 
ree “That part of the banking statute signatures are easy to forge and copy. 
ar Whiten purports te confine to Senne ane Now-—for the first time—you can find out the actual price 
certain favored corporations the busi- ; : : 
ney | ness of transporting money by check, your bank is paying for hand-signed checks. 
‘ae etc., does, if valid, prohibit Currency The new Todd Time-Study Chart gives you the whole 
) Services and its agents from carrying le. a 7 l 
ted on its business. The statute purports CF, COs POs SS 8 ees 
ee to grant exclusive privilege for the For example: If a $12,500 a year officer signs 500 checks 
ith | transmission of money by check to a week, he’s wasting $625 annually, in time alone—he’s expos- 
corporations, other than banks, as fol- ‘ e: on Bo a ; 
for- | lows: express companies having con- ing countless “samples” of his signature to possible crooks and 
ve ate with — companies; trans- forgers and he’s making 26,000 extra demands annually on his 
’ atlantic steamship companies; tele- 
tes, graph or telephone companies. This health and a Send for the Todd Time-Study Chart 
hall classification is not based upon the today. And get the facts about the Todd 
| be | licensing, inspection, regulation, finan- Protectograph Signer—the machine that 
rry- cial responsibility or business methods : 0 check ; h 
ing of the favored companies and is arbi- — f Sees een ee See 
ebt, trary and unreasonable. This part of check crimes where they start and pro- 
and | the statute is unconstitutional and vides positive control over check issuance. 
ing | void. 
lebt § “We agree that private banking has 
pag . been abolished in this state; also that MAIL THE COUPON NOW 
nor || the business conducted by the respond- (On A ee een er en ee em ee ee a wempaacciiae : 
an} ent corporation is coupled with a pub- Dene weNe sas 
mo icra © renee wee: |) eee ee ae 
the enh statutory regulation. We do not | islcenacion shaw te Toad Prowsegrph Siouee. 
agree that the corporation’s business r 
rae: is prohibited by the banking statute. oe 
ee “We hold that the statute does not ite Le 
i embrace the business of the respond- ici COMPANY,,INC. 
al ee ; that the vig sy does r _— Todd 
¢ ot show that the corporation is doing 
eck, me - 2 prohibited by the - am comm gets PRINCIPAL CITIES 
; Statute.” (State vs. Currency Serv- 
a P- ices, 218 South Western Reporter, | ~ BCH.5-51 DISTRIBUTORS THROUGHOUT THE WORLD 
F Second Series, 600.) L-——--———-——-~-~—~-—~~—~—~--~~------ — 
acts 
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DEFENSE BONDS 


(CONTINUED FROM PAGE 38) 
needed. Without question, microfilm- 
ing is a good running mate for the 
speedy duplicating system which im- 
prints the bonds and stubs. 

National Bank of Detroit also issues 
bonds on the “Bond-a-Month” plan, 
stimulated by the Treasury since 1947. 
Automatic monthly withdrawals are 
made by the bank from customers’ 
commercial accounts. This is handled 
by the Bond Issuance Department. 
Presently there are over 2,000 of our 
commercial customers’ purchasing 
bonds monthly. In this operation we 
use an eight line addressing machine 
plate. The first three lines show the 
account name and address, and are 


' used to produce the monthly charge 
| ticket; the last five lines contain the 





bond registration, which is used to 
process the bond and stub. 

These are the highlights of our bond 
processing system, developed out of 
necessity and by the adaptation of 
certain machines and systematic op- 
erating methods. It has been our pleas- 


ure for years to review this plan in 
person with visiting bankers from 
many states, and to answer many in- 
quiries by mail. 

The bond activity of this bank at- 
tracted the attention of the Treasury 
Department during the war years, and 
now its two special awards take on re- 
newed significance as the Treasury 
continues to encourage the broader 
purchase of Defense Bonds on the pay- 
roll savings plan. In accepting the 
awards, Board Chairman Walter S. 
McLucas quickly passed along credit 
for the record to the hundreds of thou- 
sands of Detroit workers who saw in 
Defense Bonds an opportunity to save 
for themselves and their families, and 
at the same time to strengthen the 
defense of our country. 

As the “bond wagon” shifts into 
high gear again in May, 1951, the 
Bond Issuance Department of the Na- 
tional Bank of Detroit has available 
the trained personnel, the know-how, 
and the mass production methods for 
any intensified activity. 


BANKING IS SELLING 


(CONTINUED FROM PAGE 31) 
Dallas chief of the Texas Employment 
Commission, and one other person. 

Capable people who want a job— 
never persons already employed—come 
on this program to be interviewed by 
the panel and present their qualifica- 
tions for employment. The panel mem- 
bers let these applicants tell their 
stories in their own way, and then ask 
questions to add to the facts. The ap- 
plicants remain at the studio for a half 
hour after the program, and usually 
get several telephoned invitations to 
job interviews or outright job offers 
during this period. Perhaps the most 
striking development came out in a 
letter that I recently received from 
Hollywood. A newly arrived English- 


| speaking Norwegian was one of the job 


seekers on our program. A Hollywood 
talent scout happened to be in Dallas 


| that evening and saw the show. He was 
| looking for an actor who could speak 





Norwegian, and the job hunter was 
also handsome with a good stage pres- 
ence. So the scout hired him, and the 
man is now working for that studio. 

Besides the job seekers, the TV pro- 
gram presents some local employer 
who tells about job opportunities in 
his business. These employer appear- 
ances have represented activity as 
widely varied as an airline in search of 
stewardesses and the Dallas Police De- 


partment in search of patrolmen. The 
program also usually tells of from two 
to five other Dallas job openings at 
salaries ranging from $4,000 to 
$15,000 a year. This program is warm- 
ly human, interesting, and relatively 
inexpensive. It has one of the largest 
local TV audiences, and is helping to 
give us just the kind of reputation for 
friendliness that we want. 

Since our activity increased greatly 
as we accelerated our new business 
campaign, we soon found ourselves in 
need of additional manpower. We were 
faced with the necessity of going out- 
side our organization in order to ex- 
pand our executive staff. By the end of 
the year, in addition to promoting ten 
vice-presidents and sixteen junior offi- 


cers, our bank had brought in seven | 
vice-presidents and an assistant vice- 


president. The growth in total person- | 


nel was comparable. At the end of} the 


1950 we had 453 employees, including |) Clut 


68 officers, as compared with 380 em- 
ployees, including 45 officers, at the 
close of 1949. 

We are also expanding in physical 
facilities. We occupy at the present 
time about 60,000 square feet of space 
and we have under construction addi- 
tional office area of 5,500 square feet. 


A proposed remodeling program would f ' 
. 18 cr 


Let 


add 16,000 more square feet. 
We also have under construction ‘wo 
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new projects which are an integral 
part of our expansion and new busi- 
ness program. One of these is a guest 
dining room being built on an upper 
floor of our bank building, which with 
kitchen space and foyer will use 2,750 
square feet of space. Far larger and 
more unique will be our motor bank 
which is now being erected across the 
street from our bank building. 

Our motor bank is actually just an 
expansion which is conveniently sit- 
uated across the street and connected 
with our office building by an under- 
ground passageway. The basement of 
the new building will be used princi- 
pally for employee services, including 
nurse’s quarters, lounges, recreation 
room, and a snack bar. 

The motor bank will differ from any 
other motor banking operation we 
have studied in the course of prepar- 
ing our plans. We are favored by the 
topography since Elm Street, on which 
will be located the motor entrance- 
exit across from the bank’s present 
premises, is eight feet lower than 
Pacific Avenue, which is at the rear of 
the motor bank. We’ll thus get two 
street level entrance-exits and two 
floors that require no ramping of cars. 

Elm Street will be the main banking 
level of the new building. The custom- 
er will drive in just as into a garage 
and park his car in one of the stalls 
inside. He will transact his business 
at one of the ten teller cages at the 
back of the room. If the Elm Street 
floor is filled when he arrives, a sign 


will direct him around the corner to 
the Pacific Avenue entrance. At the 
Pacific level we shall have the required 
number of car parking attendants. If 
the customer is interested in merely a 
teller transaction, he will park his car 
on that level and walk downstairs to 
the tellers on the Elm Street level. But 
if he wants to go into the main bank- 
ing offices across the street, the parker 
will give him a check and drive his car 
up the spiral ramp to one of the four 
all-parking floors above. Altogether, 
we shall have temporary parking space 
for 50 cars on the two street-level 
floors for quick use by in-and-out cus- 
tomers, and 250 on the upper four 
floors. We, of course, have no way of 
anticipating what our customer park- 
ing load will be but to the extent that 
we shall have excess capacity we plan 
to accept all-day parking tenants. 

The foundation of the motor bank 
has been planned to permit eventual 
erection of seven additional stories. 
An automatic elevator will be located 
in a bay which will accommodate three 
full-size elevators when the upper 
floors are needed. The six stories and 
basement now under construction will 
give us 105,000 square feet of space in 
the motor bank building, and the 
eventual addition would add another 
105,000 square feet of office building 
space. 

Our summarizing thought on man- 
agement? We are convinced that suc- 
cessful businesses are built from the 
ground up and not from the top down. 


MR. CLUTCHBILAL 


(CONTINUED FROM PAGE 39) 

an article came out 40 years ago in a 
London magazine showing how Queen 
Elizabeth’s chancellor of the exchequer 
ran his accounts in 1588... he never 
got caught. We do it just the same.” 

“Queen Liz was always mixed up, 
and I am already.” 

“You won’t be in a minute when you 
watch us settle.” 

“Three o’clock!” broadcast Cashier 
John Atwood to the banking room. 

The shades came down and the lock 
on the streét door clicked. John took 
the yellow balance sheet from Mr. 


iding |) Clutchbill’s hand and carried it out be- 


hind the wickets. Instantly an adding 
machine rose to an excited tempo. 
“Come on out.” The old director led 
President Yocum out to a wire tray 
Standing on a deck. “We drop all our 
tickets in here. We’ll feed them onto 
the yellow sheet as soon as the deposits 
and checks have been run and the 
totals entered. Willie, our head teller, 


is counting the counter cash already. 
| Let’s go into the vault and count the 


May, 1951 


vault cash together... it’ll get your 
hand in. Take it easy, folks,” Mr. 
Clutchbill threw over his shoulder to 
the crew, “we want to hit it on the nose 
tonight and show brother Yocum a set 
of clean fingers.” 

From the gloom of the cash chest in 
the vault Mr. Clutchbill fished out 
bunches of bank bills. Counting and 
gossiping contentedly with so much 
wealth under their hands, the two men 
proved the count at $25,000. Mr. 
Clutchbill carefully tucked the cur- 
rency bunches back. 

Out in the banking room John At- 
wood stood with the long yellow bal- 
ance sheet in his hand. 

‘All set,” he announced. 

“We make the vault cash $25,000,” 
nodded Mr. Clutchbill. “There, now, 
Yocum, see us add this to the counter 
cash on the right-hand side of the 
sheet, pick up the cash of yesterday 
for the left side, and now we’re ready 
to feed in the tickets covering notes 
paid and made, drafts drawn on cor- 
respondents and remittances that are 


forwarded to them.” 

Mr. Yocum leaned forward with mo- 
tionless eyes and watched the items 
go on. 

“Right on the nose, now, boys!” en- 
couraged the old director as the sheet 
lay beside an adding machine for the 
run of each side for a balance. 

In a crescent group the bank force 
stood around the machine as, under 
Willie’s flying fingers, the white tape 
began popping out of the carrier. 
Shortly Willie snatched off the tape 
and all hands bunched for a look. 

Willie stood silent, staring at the 
two totals, a rising cry of victory 
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frozen in his windpipe. 

“Er-r ... e-r-r—she don’t come!” 
he gargled brokenly. 

“Wh .. . what-t-t!!” gasped Mr. 
Clutchbill. “How ... how much is it?” 

“Five hundred dollars short,” an- 
nounced Willie in a small voice. 

President Yocum leaned back, and 
there was a gleam of comfort in his 
eye. 

“Yocum, I bet we slipped a bunch of 
$500 in our vault count,” prophesied 
Mr. Clutchbill silkily. 

“T’ll put money on my count,” 
glowed Mr. Yocum smugly. 

“John, go in and count that vault 
cash,” scowled the old director. 


OHN ran into the vault, and with 

his disappearance President Yocum 
touched Mr. Clutchbill boldly on the 
elbow and whispered: 

“It will be all right now .. 
putting it back!” 

Mr. Clutchbill turned and glared 
President Yocum into silence. 

On the floor sat Amelia Amidon, a 
girl clerk, picking scratch paper and 
adding machine ribbon tape out of a 
wastebasket and laying them on the 
other side of her. 

A little later John hurried out of the 
vault. 

“There’s certainly only $25,000 in 
that vault,” he announced firmly. 

Mr. Clutchbill turned a “There! you 
see!’”’ glance on President Yocum, and 
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then to the bank force: “See if you 
can think of any $500 item that’s gone 
through today and ought to be on the 
balance sheet.” 

Four heads gazed motionlessly at 
the ceiling while their brains went 
padding rapidly in velvet slippers over 
the day’s activities. 

“There ain’t anything in that waste- 
basket,” muttered Amelia, giving her 
hair a poke and dragging another bas- 
ket out from under the counter. 

“T’ve got to go in here and think,” 
uttered Mr. Clutchbill bleakly, scuffing 
hurriedly into the front office, followed 
by the ominous shadow of President 
Yocum. 

They sat down and Mr. Yocum 
leaned stealthily forward and whis- 
pered: 

“Lucky I happened in. Something 
big is in the air!” 

Director Clutchbill gave him a sour 
side-glance. “Fiddlesticks! All our 
help are ancestor stock clear back to 
the Pilgrim Fathers ... none of them 
would steal a lead nickel.” 

“T dunno! It’s surprising when it 
does pop out... always the last person 
you’d think of.” 

“This counter cash is all right,” 
came John’s hollow voice as he slapped 
down the last bank note. 

“You’ll see . . . you’ll see!” purred 
President Yocum, leaning back. 
“Never expected to actually see this 
happen, myself.” 

“Don’t you go out and yawl this 
around, Yocum. You stay right here 
... even—even if it’s three o’clock in 
the morning.” Mr. Clutchbill slowly 
wound up his grey goatee and let it 
fly back as though unlocking a peep- 
hole in his mind. 

Suddenly out in the banking room 
Willie Dexter got scramblingly to his 
feet and slipslopped briskly to the wire 
tray holding the day’s items. He 
grabbed out a sheet covered with rows 
of figures and dragged his finger in 
jerks down the columns. Half way he 
stopped, dug his fingers almost 
through the paper sheet, stared, then 
slung the sheet down and ran for the 
long balance sheet. Lapping his lips 
expectantly, he snapped his eyes down 
the customers’ checks column. He 
looked around with a blank stare. 

“Where’s that $500 check that came 
in on the Federal Reserve list this 
morning?” he yelped. 

“What’s that?” Mr. Clutchbill un- 
wound his legs and stood up. “Did you 
see it?” 

Willie stared strangely at the yellow 
balance sheet in his hand. “It’s on 
their sheet and ain’t on our balance 
sheet, but I don’t remember seeing it.” 

“Maybe there wasn’t any,” chuckled 
President Yocum. 

“Where’s that check?” boomed Mr. 
Clutchbill. “Bring every check in here. 


I’m going over them like a diamond- 
cutter.” 

“Suppose the Federal Reserve for- 
got to put it in?” muttered Willie 
coming in with a tightly rubber. 
banded bundle of checks. 

“They wouldn’t make a flop like 
that,” sniffed President Yocum drag- 
ging a chair up to the table where the 
old director was clearing away ink 
wells, blotters and rubber stamps for 
the hunt. 

Mr. Clutchbill began turning over 
the checks with agonizing slowness 
while out in the banking room the 
force sat in a close group for comfort, 
blinking both eyes nervously as, under 
Mr. Clutchbill’s fingers, each new 
check left the diminishing pile. 

“Should think there’d be one $500 
check in this whole litter,” growled the 
old director as the end grew near, with 
President Yocum’s eye glasses sitting 
more and more perky on his large 
nose. 

“Telephone down to the Federal 
Reserve and ask them if there was 
one,” the portly visitor piped up in a 
mirthful voice. 


R. CLUTCHBILL had just picked 

up a large double-leaf voucher 

check for an examination, and he 
turned on his visitor tartly. 

“T ain’t going to have it known 
we’re that dumb,” he thundered, and 
gave the check in his hand an exas- 
perated blow on the table. 

A piece of paper fluttered excitedly 
to the floor. Struggling over his plump 
stomach, President Yocum pawed for 
it and finally got it in his fingers. 

Mr. Clutchbill reached for it and 
gave it a casual glance before laying 
it on the reject pile. 

Suddenly his goatee stood out bris- 
tling like a brush broom. 

“Here’s a $500 check,” he exploded, 
turning it over instantly for the en- 
dorsement. “Yeh, Federal Reserve 
stamp! Where’d that come from?” 

“Right out from between the leaves 
of that double voucher check,” piped 
up Mr. Yocum. “I saw it fall out when 
you banged the table with it.” 

In the banking room Willie hopped 
off his stool like a flushed pigeon and 
came running. 

“That’s why we didn’t run it... it 
was hid—it was hid,” he hollered, 
reaching a hand fearfully toward Mr. 
Clutchbill. 

“My gosh! Yocum, you’ve found our 
$500!” The old director slung the rest 
of the checks on the table. 

“Willie!” he howled, “take $5 out of 
the till and go out and buy Yocum 4 
box of cigars. You can charge it to the 
... eh—um, Lost and Found Depart- 
ment. If there isn’t any such thing the 
Ferndale National is going to set up 
the first one in the United States.” 
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